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M-62T Merchandiser panel and complete display stock of 13 Irwin 62T hand brace bits. 
One each of sizes '/4, 5/16, %, 7/16, '/2, 9/16, Se, 11/16, 34, 13/16, %e, 15/16 and I". Pay only $10.77 
for display stock of 13 bits and free panel. Retail value of display stock is $16.16. 


Free Irwin Merchandisers 


fit small space, step-up self-serve sales, build bigger volume 


Here is a timely offer that brings you the industry’s first 
modern wood bit merchandiser displays and the first modern 
wood bit display package—Irwin’s new self-selling dress-up 
jacket. And remember: You only pay for the small display 
stocks needed to put the two new Irwin Merchandisers to work 
in your store. The panels are free. The new Irwin Sellopak 
dress-up jacket costs nothing extra. 








Mount either panel with display stock in only 1434” of space 
—on wall, door, peg board, end of island table. And depend 
that the sturdy all-metal display panels with their handsome 
3-color baked enamel finish and permanent-type hooks will last 
for years. Order from your Irwin wholesaler today. 


M-88 Merchandiser panel and complete stock of 20 Speedbor “88” 
electric drill bits. Two each of sizes 4, %, 2, %, %, % and 1”. One 
each of sizes %5, 5, %g, "Ys, 6 and '%6”. Pay only $10.00 for display 
stock of 20 bits and free panel. Retail valve of display stock is $15.00. 


Order from your Irwin wholesaler today 


The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, since 1885 











MANUFACTURERS 
SHOULD ALWAYS 
“HOLD THE BAG" 


We put it in writing. 
We take back any 
shopworn, obsolete or 
slow moving Wrap-On 
products in even ex- 
change for equal list 


price value of any 
other products we make. 


Our no-time limit 
free replacement quar- 
antee is part of this 


MAKE MONEY NOW WITH 


TWO VOLUME SPRING TIME SELLERS 
WE HOLD THE BAG—GUARANTEE YOUR TURN- 
OVER—PAY FOR YOUR LOCAL ADS 


YOU KEEP YOUR 50% WRAP-ON MARK UP—THERE IS NO 
PRICE CUTTING. THE $2.09 FREE AD COUPON IN EVERY CAR- 
TON PAYS YOUR LOCAL AD BILL. INCLUDED AD MATS PRO- 
DUCE RESULTS—SEE AD PROOFS BELOW. 


STOP LAWN ny | 


STOP DRIPPING PIPES 
° & STOP FREEZING 


im brief cold snaps 


USE WRAP-ON 


etd 
Simply wrap on the FIBERGLASS 
insulation and cover with 
included vapor seal tape. 
bd £2 package gives double 
layer of insulation on I7#t. 
of Ya"pipe. SEE US TODAY. 


Thousands of new homes now have work- 
shops—play rooms—recreation rooms 
in the basement. Consider the despair 
and the loss when sweating dripping 
pipes threaten to ruin everything. Here 
are a lot of fast sure sales when you 
run this ad mat. 


ITTY FA 


a INSULATION & 5 
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This self-seller Wrap-On lei carton 
sells store traffic without clerk's atten- 
tion. Wrap-On Insulation is the out- 
standing buy. There is 25% more glass 
(insulating value) in each pkg. We 
actually pay 25% more for our glass 
than any competitor. No wonder Wrap- 
On, the pioneer, outsells all others com- 


bined. 


ae eons. 
ALUMINUN WICKET 
HOLDS TUBE. 
STURDY TIE INCLUDED 
FOR ATTACHING. 


SEE-US TODAY! 


Washouts ruin new lawns and they dis- 
figure old ones. Run this mat over your 
name and pick up these easy sales. 
Attract new store customers at the 
same time. 











This attractive 4-color peg board dis- 
play is really an impulse buy. The ex- 
clusive aluminum wicket is essential to 
hold the tube properly in place. We 
know because we have been using them 
for 3 years. 





Hurry —last call for bargains! 
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Padlocks: 797 (shown), 7738, 602, 
515, HC27, HC32, HM11 Wire Rack 
Deadlocks: 2, 112, 112% 
Nightlatches: 80,838,85 —| 
Screen Door Closers: 502,506 
Screen Door Latches: 27, 28, 1011 
Specialty Locks & Hardware: L107 
Travelok, L108 Show Case Lock, 
L113 Window Lock, 1029 Window 
Operator, MC1038 Chain Guard 
Merchandiser 


Bathroom Accessories 
Wall & Floor Safes 





















































¢ Your wholesaler has the biggest 
line of spring specials in the in- 
dustry. All backed by the Yale name 
—the most reliable name in locks & 
hardware. Take advantage of these 
money-saving, high-profit specials 
today. See your Yale distributor or 
write...The Yale & Towne Manu- 
facturing Co., Yale Lock & Hard- 
ware Division, White Plains, N. Y. 


VALE~REG US. PAT. OFF 


YALE & TOWNE 
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HARDWARE AGE, February 23, 1961 © 3 





" 


\( Vertis in 0 AWa | i~ans CoO | . We are justi- 
fiably proud of a medal illustrated all It’s an award 
from the Philadelphia Art Directors Club for one of the 


series of Nicholson and Black Diamond advertisements 
published during 1960. = This award has meaning for you— 
for all hardware people. It is a strong indication that our 
promotional campaign—designed to support your sales 
effort—is of the same professional “‘blue chip” quality as the 
Nicholson or Black Diamond file line you carry. ® In short, 
with Nicholson or Black Diamond, you have the finest files 
we can make plus the soundest promotional program we can 
develop—to help you sell and increase your volume. ® Our 
thanks to the Philadelphia Art Directors...and to you for 
your encouragement of our —o program. Nicholson 


File Company, Providence 1, Rhode Island « Files * Rotary Burs ° 


ae icl SSaAW alc 
7 : je 2s ehets 
Saw Blades * Ground Flat Stock * Industrial Hammers #*g@S% NIC HOL SON _ 
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THE OLD RELIABLE 
CHAIN SALESMAKER 


Assortment No. 38 


7 types and sizes 
of welded and 
weldiess chain 


THE NEW 
CHAMPION 
CHAIN SALESMAKER 


Assortment No. 46 


4 popular sizes of 
proof coil chain 


By Popular Demand-a N W 
ACCO Proof Coil Chain Salesmaker 


® You asked for it, now here it is—the new ACCO 
Proof Coil Chain Salesmaker. The perfect companion 
to the popular Welded and Weldless Chain Sales- 
maker, this new rack display lets you round out floor 
stock with the four sizes of proof coil chain that your 
customers most frequently ask for. Side by side, both 
self-service units consume less than 5 square feet of 
floor space. But best of all, they put chain out where 
customers can see it...feel it...and buy it! 


And when they buy it, you make money! Take the 
new Proof Coil Chain Salesmaker. You pay just 


ORDER FROM YOUR DISTRIBUTOR 


Contact your American Chain 
distributor for complete infor- 
mation about these items or write 
York, Pa., office for free litera- 
ture DH-377 and DH-79 


for four reels of chain (sizes —3%", 14", 544”, 34”) and 
get the display rack FREE! Sold at suggested retail 
prices, your investment produces a generous profit. 
You have three different assortments to choose from 
— (No. 46) Self-colored chain, (No. 46A) Extra-Bright 
Zinc-plated, (No. 46B) Hot Galvanized finish. 


Put new life into your chain sales by ordering an 
Acco Proof Coil Chain Salesmaker from your Acco 
distributor now. And if you don’t already have an 
acco Welded and Weldless Chain Salesmaker, order 
one at the same time. 


AMERICAN CHAIN 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 


*Indicates Warehouse Stocks 


Want more facts? Circle 103, p. 53 
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Editorial 


by W. A. Phair 


~ Leonard V. Rowlands, Publisher | | Bu ers or m r h di r 
EDITORIAL STAFF ) | y | ercnandisers 


be gg ® A, Phair, editor a 
Barringer, managing or 
"até. feature editor 


Dealers are frequently criticiz ‘or s i 
Albert J. Mangin Ss e quentiy criticized for spending too much time on 
"Who Makes It’ Directory editor 


| buying and not enough time on selling. This accusation is justified in 
James M. Dixon, associote editor 
R. C. Rittenhouse, associate editor | many cases. 
William P. Farrell, assistant editor 
bay etic og? Bureau 
nee rea chet But, dealers are not the only hardware people who put too much 
einly > ¢ si¢ ry ‘ shs« .ot y ra lawra 
Wooton, Washington member emphasis on buying, and not enough on merchandising. Wholesalers 
editorial board are also guilty of this practice. In fact, I think the major source of the 
John H. Kofron difficulties some distributors face is this concentration on buying, 
Chilton Research Director : 


while neglecting the selling end of their job. 


Robert Gunning Associates 
Readability consultants 


J. S. Torre 


In a sense, a wholesale house is a gigantic retail store. It has the 
Manager, Render Service 


same problems of a retail dealer in buying goods, stocking them, and 
BUSINESS STAFF selling them. It operates with larger units, but the fundamentals of 


N. M. Cartmell, Jr. monager, running the business are the same. And in both instances, there is 
marketing assistance ( “ofi “ch: ise ig « 
Mary K. Sicliasen. production manager no profit until merchandise is sold. 


_——— A ces : 

oston | ass. . . - ay . ae "yy wrac illic ; ; ‘to ¢ , 
joke 1 Wiens, 0 High St. A rundred years azo when this country was just beginning its indus- 
Telephone: ge 4460 trial expansion and its population growth, buying was a free-wheeling 
New York 17, N. 


CA. WordleyW. /~ ton activity. A shrewd buyer could do a great deal of horse trading. This 
telethon Catan = 3400 was especially true when most of our hardware and metal products 


Philadelphia 39, Pa. were imports. 
Edwin J. Sellick 
Chestnut & Séth Sts. 
— gy 8-2600 sut times have changed. Prices have become more stabilized. The 
leveland | nae ' 
gg opis cost of a staple item to a large distributor is not much different than 
935 8'F. Keith Blo. the cost to a small distributor. There are some volume differentials 
Detroit 2, Mich. and perhaps some freight benefits, but the difference is not large. 
G. L. J. Mitchell . , ‘ 
714 Stephenson Bida. : When it comes to promotional items, of course, the big order has its 
Toleokana: 440 Tratty 41416 benefits. But, there are ways of counteracting this. 


Chicago }, lil. 

bags vag E. Comiskey—James L. Philli . , , ; i 
360 N. Michiga b Av, 2 In the final analysis, the big difference today, the area which 
Telephone: Randoiph b2I66 directly affects the profit picture, is the efficiency of the warehouse 
San Francisco 3, Cal... : : ad a i 

Frank McKenzie operation and the effectiveness of the merchandising activity. 

1355 Market St. 

Telephone: age 1-7167 


Los Angeles 57, Ca Believe me, I am not trving to minimize the role of the buyer. But 
Jackson, 198 3 a St, | . ying \ > 


— Dunkirk 7 ) I am urging that a better balance be established between the buying 
Atlanta 3, Ga. ee | +4 ‘ salt : P . ‘ ; 

—* Songsin. eon OL function and the selling function at the wholesale level. 

Telephone: lockien 3-479) 


omic 6, Toms The buying department should reflect the needs of the sales depart- 
Nid Meadows, Building 


: ment. Too frequently, we find it the other way around. 
ag ato  sbbanieiige 4751 

The logic of the team concept has been recognized by a few whole- 
she a, Chis 6 Se | peated we see retin nage to wegen Whey and a: 
Philadelphia 39, Pa., SHerwood 8-2000 chandising into one basic operation. The man responsible for buying 
‘4 is also responsible for selling the goods. Thus, he is forced to think 
first of the saleability of the goods, then the price. In the past, too 

often the tail wagged the dog. 


We understand the number of screwball propositions that are put 
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Editorial 


continued 


up to a buyer each day. But it’s a buyer’s job to weed through these 
until he finds that hot item that’s buried some place there. 


The hardware industry needs the new blood infusions represented 
by new products. We must take some gambles. This risk is essential 
to survival. 


With a combined buying-merchandising approach, perhaps we would 
see a greater tendency to experiment with new products, when they 
are really new. Perhaps we could avoid always playing second fiddle 
to department stores, when innovations are developed. 


Perhaps it’s time for wholesalers to take some of the medicine that 
has been recommended to dealers; that is, putting more emphasis on 
merchandising and less on buying. 


The either/or trap... 


Clear, objective thinking is important today to every hardwareman 
as he plans his future. Yet, we see many dealers falling into a trap 
that destroys all possibility of arriving at intelligent, practical solu- 
tions to their problems. 


This trap is the “either/or” philosophy—a thing is either black or 
white; it is either good or it is bad. 


You can see this dangerous either/or philosophy at work when you 
hear a man say that hardware stores can’t stay in business if the 
discount houses remain active. You'll see it in the statement that the 
voluntary retail chain is the only answer to a dealer’s problem. You’ll 
see it at work when a man says that wholesalers are unnecessary. 


These statements are absurd, as well as dangerous, because they 
ignore the facts that history has taught us. A glance at past events 
shows clearly that no problem was ever resolved on an either/or basis. 
For example, when Sears opened its retail stores, some experts 
predicted that either Sears must close its retail outlets, or the inde- 
pendent hardware store would go out of business. Yet, today we see 
Sears’ stores and hardware stores living side by side. There are many 
other examples. 


We see today the same sort of reasoning about discounters; it’s 
either the discount houses or independent hardware stores, not both. 
But I think you'll find the truth is that both will continue to stay in 
business; both will develop a share of the market. 


Both the discount house and the hardware store have changed with 
the years. They will continue to change. Each has its own personality 
and each serves a specific type of customer. A hardware store cannot 
succeed by imitating a discount house. It will succeed only by develop- 


ing a different type of appeal, an appeal that will get favorable reac- 
tion from consumers. 


You can’t do these things if you permit yourself to fall into the 
trap of either/or thinking. 
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. Do you sell 
AETNA? 


When you do your customers get a cord that’s 
really tough. You build your reputation for 
quality. Your customers get clean cord. You 
and your customers get two guarantees with 
AETNA—Samson’s and Good Housekeeping’s 
— easier selling, plus the satisfaction of know- 
ing you’re doing the right thing. So put 
AETNA in your ‘‘want book” today. 
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Samson Cordage Works 


Manufacturers of world famous Spot Cord® 


BOSTON 10, MASS. 
Want more facts? Circle 104, p. 53 
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WASHINGTON 


~ Mews 


A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


New wage bill: up 25¢ in 3 years... . 


The President has asked Congress to increase the minimum wage 
to $1.25 in three yearly steps, to extend coverage to 4.3 million 
workers, mostly in retail and service trades. But the President’s 
bill has not come up to expectations of organized labor which wants 
the $1.25 minimum this year. The measure is also opposed by those 
concerned about the effect on unemployment, import competition, 
and consumer prices. Outlook is that Congress may drag its feet 
until 1962, an election year. Congressmen would rather debate a 
hot one like this when there are votes at stake. 


order to get moving... . 


The Small Business Administration has moved into high gear fol- 
lowing a sharply critical report on its operations by the Senate Small 
Business Committee. John E. Horne, former aide to Committee 
Chairman Sen. John Sparkman, heads the agency and promptly 
ordered a speed-up of all programs in line with the committee’s 
recommendations. Horne called for clean-up of backlogs, top priori- 
ties on loans to firms and local development companies in labor 


surplus areas, and more help to small firms seeking government 
procurement contracts. 


Customers urged to ask questions .. . 


The Federal Trade Commission is going to be watching what kind 
of guarantees you claim for the products you sell. FTC is urging 
consumers to grill salesmen with a list of questions on product 
guarantees. Even if customers don’t ask the questions, it’s a good 
idea to have the right answers. Some of the questions are: Who 
makes good on the guarantee, you or the manufacturers? Who pays 
labor fees on repairs? Is the whole item guaranteed, or just a few 
parts? Is the guarantee in writing or just in the clerk’s smiling 
assurance? 


To help the aged: more taxes... 


President Kennedy’s program to provide compulsory medical care 
for the aged under social security is headed for rough going in 
Congress. Debate will rage over whether the time is ripe to in- 
crease social security withholding taxes another notch. Kennedy’s 
plan calls for limited amounts of hospital, nursing home, and out- 
patient care for elderly persons on social security retirement rolls. 
To cover costs, employee and employer payroll taxes would go up 
one-quarter of 1 percent. 
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Lufkin stars all 3 year-round 
“best sellers” in Hardware Week 1961 


BANNER 50’ 
Steel Tape 


Retail 


No. HW223 * 
Reg. $5.49 $ ] q 
Suggested mene 


Bold, black markings on exclusive White 


Clad® line. 16% center markings. Foot: 


on 
J 


markings in red. Blade glides easily 


double rollers. Folding end hook meas- 
case 


ures from 0. Vinyl-covered steel 


Heavy-duty, flush-folding rewind handle 


Packed 
|G ol-1amor-lacels 


MEZURMATIC 
Tape Rule 


No. W7210 as 
Reg. $1.98 


Suggested 
Retail 


Push-button action 

smoothly. Press button and it returns 
automatically, without whiplash. Release 
button and it stops dead. Jet-black mark 
ings on exclusive White Clad line 


fn 


r nt “ vc 14,/? j ‘ an r ar 
center markings Va iV eatured 


Packed 
ous 01-1 aner-lacels 


RED END 6’ 
Wood Rule 


No. X46 $ * 
Reg. $2.50 
Suggested a 


Retail 


- The carpenter's favorite wood rule! Has 


~ 


6” brass extension for 
hardwood 


inside measure 


ments. Extra-heavy sections 
coated with plastic. Rustproof. 
joints. :Bold, black markings imbedded 


in wood. 16” centers marked in red 


riveted 


Packed 
om o)-]amor-lacels 


qe 


) e aa ‘ 700 4% 
rices to be withdrawn March 31, 1961 


Dealer Cost Dealer Cost Dealer Cost 








a LEY 


Special Exclusive: 


All three will be featured in the colorful 1961 Hardware Week 
ad spectacular in The Saturday Evening Post. And they’re the 
only measuring tools that will be! Plan now to feature all 3 
Lufkin Tools in your Hardware Week program . . . and stock 
up for year-round selling. Call your Lufkin wholesaler today. 






Fi ‘ ; - ; . ' 4 ; 3 4 No © ~ | 
J ry = CE WO TN 
WHEN ONE WILL DO—/F IT'S... 


SAGINAW, M/CHIGAN 


Want more facts? Circle 105, p. 53 
HARDWARE ACE, February 23, 1961 @ 11 


HARDWARE BUSINESS 


Outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Natural causes: Cure for recession... 


Don’t put too many hopes on pump priming by Washington to 
correct the recession. Leading economists stand firm on pre- 
dictions that recession is bottoming out and that a business up- 
turn will come about mid-year. The upturn, the economists cite, 
will be due to natural causes, more so than to pump priming. 
The natural causes: Manufacturers will reach minimum in in- 
ventory reductions late in the second-quarter. This will be fol- 
lowed by a pick-up in production, new orders, employment, etc. 
However, any efforts by Washington to improve business condi- 
tions will be an added bonus in getting the economy moving 
forward again. 


Don't be caught short, again... 


Winter sages say a rough Winter means an early Spring. This 
should be a reminder to alert dealers not to be caught short on 
basic Spring lines should Winter blow out early. The harshness 
of this Winter resulted in many lost sales because of big short- 
ages of tire chains, snow shovels, salt, etc., and highlighted the 
need for adequate seasonal stocks. Spring is next, and Spring 
lines are available in quantity now. So, why be caught short? 
You can always figure on selling at least 60 percent of last year’s 
volume. Why hesitate to take in amounts up to this ceiling and 
avoid getting caught out of stock in a rush period? 


Outlook for home building: Better 


A greater supply of mortgage money and at less expensive rates 
are factors supporting a better year for home building in 1961. 
The Federal National Mortgage Assn. has revised its mortgage 
rates to lower housing credit costs. This action followed the 
reduction on Federal Housing Administration—insured mortgages 
from 5%4 to 5% percent. Combined result: a limited, but strong 
stimulant for this year’s home building market. Effects of re- 
duced rates are reflected in outlook of 60 builders at the recent 
convention of the National Assn. of Home Builders. These build- 
ers look for a 20 percent gain in home building this year. Officially, 
the NAHB is less optimistic; predicts housing starts in 1961 will 
be “just a shade” over 1960. 


$1 billion plus salesmaker ... 


Your customers will be spending more for Mother’s Day gifts 
this year. Saleswise, Sunday, May 14, may add up to the biggest 
Mother’s Day ever. An estimated 50,000,000 families will spend 
an average of $20 per family for gifts. Your share of this $1 bil- 
lion plus market will be determined by how well you display and 
promote the variety of gifts you have to offer appropriate to 
the theme “For the World’s Best Mom.” Four weeks prior to 
the event is the target date many dealers have set to start pro- 
motions. Key lines to feature: Small appliances, dinnerware, 
flatware, cutlery, giftwares. 
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THIS WON'T HAPPEN... 


Eliminate costly breakage 
... get more sales appeal 
with window boxes 
made with “Mylar” 


*** Mylar’ is Du Pont’s registered trademark for its brand 
of polyester film 


Products that “‘show off” best sell best . . . and the best possible way 
to display many of the products you sell is with sparkling-clear window 
boxes made with ‘“‘Mylar’’* polyester film. They move off shelves fast. 

“Mylar” is the strongest plastic film you can get! Even roughest 
handling can’t break it. Temperature extremes can’t shrink or crack 


it. And windows of “‘Mylar” just won’t age 
. . . they give you the longer shelf life you 
need. Goods stay clean, parts stay put. 


Why not talk to your suppliers about 
“‘Mylar’’? It can make sales more profitable 
for them, and for you. For a free sample 
of “‘Mylar’”’ and more information, write: 
DuPont Co., Film Dept., Wilmington 98, Del. 


Want more facts? Circle 106, p. 53 
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BETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 


OU PONT 


MYLAR 


POLYESTER FILM 
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MERCHANDISING 


Newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


ARE CHEAP POWER MOWERS LOSING THEIR GLAMOR? Recent events suggest a 
trend to higher priced, quality machines may be growing. One large 
eastern department store recently put out feelers for a top 
quality, national branded line, with understanding that mowers 
would be sold at list prices. Why? When 1960 season was over, the 
Store found it lost $2 average on each promotional machine sold; 
the margin was too narrow, selling costs too high. Another sign: 
Many distributors ran short of better mowers, had carryover of 
low end units last season. This trend should be watched as a guide 
to your promotions this Spring. 
































AND PUSH A FEW WATER CONDITIONERS, WATCH WHAT HAPPENS! This is 

a profit sleeper line that grew to 425,000 unit sales last year 
while other appliances dipped. While 4 million conditioners are 
now in use, potential is 10 times that number. With easy installa- 
tion (averages $10), smaller units, bright color finishing, and 
big promotion push underway, sales may reach % million this year. 
Price ranges from $39.95 (portable sink unit) to more than 

$300 for deluxe models. It's a growing market. 




















BETTER SELECT YOUR CREDIT RISKS MORE CAREFULLY THIS YEAR. Present 
economic softness has pushed tight-budgeted consumers into 
the "“cdoubtful-risk" category. Bankers, finance firms, and credit 
card companies already have tightened restrictions. General 
feeling is that credit remains the most potent selling weapon 
in the average merchant's arsenal, but this is the year to say 
“no" to borderline applicants. Delinquencies, late payments, 
and repossessions are rising in many areas. Be on guard. 























FISHING TACKLE MAKERS AIM TO BOLSTER DOMESTIC PURCHASES. Your sporting 
goods’ section will ultimately benefit from ideas being tested 
now. And more ideas are in offing to counteract the effects of 
imports. For example, manufacturers are trying to convert more 
Americans into fishermen. One manufacturer now is selling 50¢ 
angler kits to start non-fishers on joys of angling; hopes for 
bigger sales later. A pocket-sized, coiled-steel rod adjusts to 
any degree of tautness. A cost cutting drive is on. Model assort- 
ments being pared, with more parts interchangeable. Improvement 
in this market will be slow, but the effort is gathering steam. 
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ONE IS THE FASTEST SELLING ? 


The bulb on the right— Westinghouse New 
Shape Eye Saving Bulb! Sales figures for 
1960 show it’s the country’s fastest selling 


The Westinghouse Lamp 
Lighter demonstrates New 
Shape Eye Saving Bulbs on 
the Westinghouse Play- 
house, NBC-TV. 


bulb . . . retailers prove that it outsells 
old-style bulbs by more than two to one. 
Proof that New Shape Bulbs look better, 
light better ... will sell better right from 
your display. 

Doesn't it make good sense to get your 
share of the profits from this best seller? 
Carry and display the full line of Westing- 
house New Shape Eye Saving Bulbs. You 








also get a premium profit (16% more) on 
every bulb that you sell. 

New Maximum Profit Plan! Whatever 
size store you have (or brand you carry), 
there’s a Westinghouse Maximum Profit 
Plan that will help boost sales of all bulbs 
for your biggest profit potential yet! 

For more information call your local 
authorized Westinghouse Lamp Agent or 
nearest Westinghouse Lamp Division Sales 
Office. You can be sure... . af it’s 





Westinghouse 


Westinghouse Lamp Division, westingnouse Electric Corporation, Bloomfield 2, N.J. 
Want more facts? Circle 107, p. 53 
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your golden opportunity for sales 


It's easy to Sell 


“Off the Shelf’’ 


Average *135 Profit Per Unit in just 5-minute Talk with Customer 


Hundreds of thousands of SHOPSMITHS have 
been sold by dealers who formerly said they 
had neither the space, nor the time, nor the 
technical knowledge to sell power tools. Here 
is a method to make “big ticket” sales with 
little more effort than it takes to sell a small 
shelf appliance. SHOPSMITH requires minimum 
sales facilities. You can easily make substantial 
profits on SHOPSMITH and SHOPSMITH acces- 
sories with only a 2 x 6 foot sales space... as 


9 BASIC WOODWORKING TOOLS IN ONE 
SPACE SAVING, MONEY SAVING UNIT! 


Each unit of this 2 x 6 foot complete workshop gives 
dealer a bigger tool, a truly better tool to sell. 


e 9” Table Saw... . exceptional capacity, built-in 
accuracy! 


e 12" Disc Sander... big as most industrial sanders 
for professional finishing. 


34” Lathe .. . big capacity 1644” swing, plus ex- 
clusive Speed Dial! 


Horizontal Drill . . . unlimited capacity and per- 
forms doweling operations without jigs. 


Vertical Drill . . . big capacity and ruggedness 
equalled only by heavy duty industrial drill presses. 


Power Mount .. . allows attachment of jointer, 
bandsaw, jig saw, belt sander, compressor-sprayer. 
Assures repeat sales for extra profit! 


little as a $300 investment ... and a strictly 
non-technical sales pitch! 


The world’s best known multi-purpose tool, 
SHOPSMITH is a 9” saw, 12” sander, 34” lathe, 
16%” drill press and horizontal drill... 
all-in-one! 


SHOPSMITH builds traffic, commands attention 
. creates interest out of all proportion with 
the small space it occupies. 


HERE’S THE PROMOTION 


... a powerful, comprehensive sales making 
program for you... 


e Generous New Dealer discount. 


e “Scheduled Shipment” Plan means low inventory 
... quick turnover! 


Available only through selected, independent dealer 
franchises for sure profits! 


Powerful national advertising in Saturday Evening 
Post, True, Better Homes & Gardens, Popular 
Science, Popular Mechanics and Mechanix 
Illustrated. 


T.V., Radio and Newspaper advertising nationally... 
liberal co-op and factory paid plans. 


Exciting consumer incentive programs featured in 
national Yuba ads will increase traffic and stimulate 
Sales in your store. 


—NOT EVEN A 








LIMITED NUMBER OF 
VALUABLE FRANCHISES 
AVAILABLE NOW 











< Want more facts? Circle 108, p. 53 


IT COSTS NOTHING 


TO GET THE DETAILS 


Just scribble ‘“‘SHOPSMITH”’ on your letterhead 
or postcard, air mail to us today . . . we'll send 
you information and a new air mail stamp im- 


mediately! Address Dept. RHA-261. 


® 


STAMP 


YUBA POWER PRODUCTS, INC. 


8O0O EVANS ST., CINCINNATI 4, OHIO 


A Subsidiary of YUBA CONSOLIDATED INDUSTRIES, INC. 


Want more facts? Circle 108, p. 53 A 
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FROM DETECTO! 
A COMPLETE 
NEW LINE OF 
SCALES 





ona F42—Teo retail at $16.95 
$17.95 west of Mississippi 


Basket F46—To retail at $5.95 
Brush Holder F477—To retail at $6.95 














For information, write Detecto, or contact: Atianta, Ga.: Bob Welsh & Co. + Baltimore, 
Col.: Archibald & Millie + Kansas City, Mo.: O’Connor-Sawyer & Assoc. « Los s, 


Angele 
J. Goldner, F. Daub « Oak Park, Mich.: Phil Entin « Oklahoma City, Okla.: T. L. h + Rochester, N.Y. « H. N. Metzger « San Francisco, Calif.: Wagener & Swanson « Seattle, Wash. 








FOR: 


Perfect Sell-Mates! New DETECTO Oval Hampers for ’61! 


To match the excitement of Detecto’s all-new line of scales...sleek, new hampers designed for 
really big traffic! They're beautiful hampers, clad in quilted plastic...in new oval shapes that 
set off today’s smart interiors. Thick, cushiony lids...snagproof, smooth enamel insides... 
guaranteed against rust. And in addition to the ensemble above, they come in horizontally- 
fluted plastic without the fins pictured here. Sell these hampers by themselves .. . or in brilliant, 
matching Detecto ensembles. Either way, they make dramatic, volume-building additions to 
the Detecto family of scales and hamper ensembles. Half your selling-job is done by the 
Detecto name alone! 

DETECTO SCALES, INC., 540 PARK AVENUE, BROOKLYN 5, NEW YORK 
Md.: A. Littlejohn « Boston, ay be McElroy * Chicago, Ili.: W. Jacobson + Cleveland, Ohio: Myers & Co. « Dallas, Texas: D. S ey * Denver, 


Calif.: J. J. Firestone « Memphis, enn.: T. J. Carroll « Miami, Fla.; J. W. Robertson « New ee. ms Charles M. Samuel, Jr. « New York: 
N. Smith + Toronto, wt 4 Diwalt Sales 


Want more facts? Circle 109, p. 53 
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Such oommaaaae 


Golden 


_ VISTA 


New Vista Instant CLEANER WAX 
Paste-wax protection... 
push-button easy! 


| AREER Ire ae ce 
New Vista ONE-STEP CLEANER WAX ee » New Vista 
1 easy application. 6 months el ge) ¢-tom : ———«<f BODYSHEEN 
tion. World’s best-selling car-care | fem @ Cleans and 
product! | | polishes as 
le eee : | | it washes. 


New Vista 
WASH AND WAX 
Washes, waxes, 
shines... 

-all 3 easier 

than washing. 


LOOK AT THESE EXTRA-PROFIT DEALS 


e it a Golden Year 
~ we Simoniz offers + Buy ANY | > BUY ANY 


5-CASE ASSORTMENT 5-CASE ASSORTMENT 


ANY FOUR OF ANY THREE 
iia cae PRODUCTS VISTA LINE PRODUCTS 
you GET $10.00 IN CASH YOU GET 
(LIMIT 10 DEALS $7.00 IN CASH 
PER RETAIL OUTLET) 


5-CASE ASSORTMENT CASE OF ANY ONE 
U P 0 OF ANY TWO VISTA LINE PRODUCT 
ce VISTA LINE PRODUCTS YOU GET 
TO YOU GET : $1.00 IN CASH 





$6.00 IN CASH 





Direct from Simoniz 


5 CASES 
just for a 5-case order! DEALS 1, 2, 3, IN MULTIPLES OF 


Offer expires March 31, 1961 
SIMONIZ COMPANY, CHICAGO 





National Advertising with Powerful Local Impact Works For You All Year Long! 


¢ Cash in on a Golden Year with Golden Vista! 
© Contact your Simoniz supplier NOW! 





Want more facts? Circle 110, p. 53 
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CHAN. ye; LOCK 


No. 420 


You'll hear this profit-sound often when you stock the 
Channellock No. 420. Hundreds of thousands of hardware 
customers lay their money on the line every year for this 
popular plier. They like its pipe-wrench grip... its all 
’round usefulness. 


That’s why it will pay you to put the Channellock No. 420 plier 
out front for your customers to see...**heft’’... buy. You'll 

be profitably pleased how many times they'll tell you 

to “wrap it up’’. Let us send you our new Catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


POST 





SKILLED HANDS REACH FOR 
CHAN w~ LOCK 


\2 
a NA 
It’s easier to — stock just ONE line of pliers ——— 
It’s PROFIT-WISE to stock the genuine CHANNELLOCK line. ~~~ 


Want more facts? Circle 111, p. 53 _ 
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} SHEFFIELD Best in Bolts Since '88 


= 
~» 


fen | 
4 


Strong 

Tough > \ 
Economical 4 
Efficient VW 


Lasting 


Big Bolt Plant 


Sp e e Bring your metal fastener needs to bolt headquarters — to Sheffield. 

Vast facilities, production skill, and quick availability add up to big- 
plant capacity — quick delivery! ™ Big plus at Sheffield right now is new hi-strength (cold-forming) 
machinery. Hi-strength bolts and cap screws are available in a wider range of sizes and types, up to 1” 
in diameter. Sheffield offers more than 50,000 different standard and special bolt products. ® Big bolt 
plant facilities at Sheffield — quality, the complete line, fast shipment — mean you can maintain a 
complete bolt department without excessive inventories. Call your Sheffield distributor. Sheffield Divi- 
sion, Armco Steel Corporation — Kansas City, Houston, Tulsa. 


 - 
ARMCO Sheffield Division 


V 


Want more facts? Circle 112, p. 53 
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ANOTHER QNORTON®D PRODUCT 























a 


= 


each one a customer catcher... each one includes 
of these eye-catching, colorful display racks. 
1. ADALOX Assortment: your profit 43.9% 
2. RED & WHITE Assortment: your profit 44.6%. 
3. ADALOX & TUFBAK Assortment: your profit 43.0%. 


~ 


ees 
Vg hy 


4. GARNET Assortment: your profit 41.2%. 


IGH-PROFIT 
7] 5. Mowawk Assortment: your profit 45.1%. 


N pH 9 A 9) a S Terrific? No doubt about it! 
| | oy es Get in on your choice of deals fast! 
% Call or write today, Dept. HA-2, ¢ ¢ 
y A L$ ‘ BEHR-MANNING Co., Troy, N. Y., 
7) =a division of Norton Company. é 
BEAR 


Sse anodd 


es 





1? San en 


ASSORTMENT 


Want more facts? Circle 113, p. 53 | 
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3 WAYS 


It makes it easy to give your customers faster service. You 

Plj MV 2 SERVICE don’t have to send pumps to the factory—you have factory 
test facilities in your own back yard. 

EASIER... 


1 A nearby testing lab. It saves you headaches when 


you run into pump problems too tough to handle by 
yourself. 


Goulds distributors in many areas are setting up test 
laboratories where you can bring ailing pumps for diagnosis. 
Big feature—the Starr machine that tests pump operation, 
analyzes troubles, reports them, and helps make repairs. 

When you sell Goulds water systems, you get the help of 
factory-trained specialists to back you up. 


First aid kit for service calls. You can handle many 

service calls with just your vacuum gauge, amprobe, 
ohmmeter—and Goulds new, compact service manual. It 
tells you what to do if pump starts and stops too often, if it 
won't run, if it runs but doesn’t deliver water. It describes 
clearly and concisely the causes of other common pump 
operating troubles and gives fast answers for correcting them. 


You can cut the time you It’s free. Send for your copy today—and make service 


spend on service —and 


easier for yourself. 


stop profit drain —by using 3 Pumps with built-in health eliminate many service 


Goulds three-way help. 
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calls. 
Take Goulds jets for example. Gas or air in the water 
Want more facts? Circle 114, p. 53 





~~ nenney 


mrodten enn 


ad 


won't bind them. Once you prime a jet, you can forget it. 
Goulds jets have a water trap that protects the seal so it | 
can't run dry. And they have full motors. When maintenance | 
is needed, you can provide it faster and more easily without 
special tools. ? 
Goulds subs have water-lubricated motor. You never have 
to pull the unit from the well to refill. They have a one-piece | 
drop cable and simple plug-in device which eliminates splic- | 
ing time on installation. | 
Silent Flow subs have a unique six-sided stainless steel 
shaft which gives positive drive with a minimum of wear. | 
Lightweight BY RITE parts make starts easier on the motor | 
and prolong life. | 
All Goulds jets and subs are made of bronze, stainless 
steel and BYRITE materials combined with a baked-on 
| 
| 
I 
| 


GOULDS © PUMPS 


GOULDS PUMPS, INC. 
Dept. HA-21, Seneca Falls, N. Y. 


Please send me the following: 
[_] Name of my nearest Goulds distributor. 


[_] Free, compact Goulds service manual. 


Name... 








alkyd melamine finish. As a result, they are corrosion- 
resistant and run for years at top efficiency. 

Only Goulds gives you all of these timesaving features. You 
boost profits when you install pumps with built-in health. 


Title 





Street... 








WHY YOU’RE OUT FRONT WHEN YOU SELL 
GOULDS WATER SYSTEMS... Goulds specializes in 
pumps and water systems—builds nothing else. . . is a leader 
in industrial pumps, and so ean afford to combine good 
engineering with mass production to give you a quality line 
you can sell at competitive prices! 


City 





County 











Want more facts? Circle 114, p. 53 
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Don’t tie up a dime 


in power equipment 
until you investigate 





Want more facts? Circle 115, p. 53 
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MOTO-MOWER’S NEW 
CREDIT PLAN 


> You need invest no money in your power equipment 


inventory 


> You can offer low down payment and credit terms 
to your customers 


Moto-Mower recognizes that credit 
selling and credit buying is the 
backbone of today’s economy. 


Moto-Mower now offers its Pre- 
ferred Dealers a complete credit 
program to help them increase 
their sales and profits. 


Under this credit program, or floor 
plan, any participating dealers can 
have the advantages of 


A SECOND SOURCE OF 
CREDIT 


NO INVESTMENT IN 
INVENTORY 


Under this plan, you take in Moto- 
Mower products, display and sell 
them and receive full profit with- 
out expending any of your own 
funds. 


RETAIL PAY-AS-YOU-MOW 
CREDIT PLAN 


Dealers participating in Moto- 
Mower’s Dealer Credit Plan can 
offer their customers the Moto- 
Mower Pay-as-You-Mow Consum- 
er Credit Plan. 


Under this plan, you can offer your 
retail customers credit terms of 
$5.00 down with 10 to 20 months 
to pay. 


The costs of this Credit Plan are 
paid by the mower buyer. You can 
increase your sales by attracting 
those extra customers who prefer 
to buy on easy payment terms. 


YOU GET THESE 
ADVANTAGES WITH 
MOTO-MOWER’S DEALER 
CREDIT PLAN 


¢ This floor planning program en- 
ables you to present a full line 
to your prospects showing that 
you are seriously in the power 
equipment business ... A proven 
way to increase sales. 


You have a complete inventory 
on hand early in the season with 
no capital investment — enjoy a 
full season of sales activity. 


You increase your profits by 
earning up to 6% in anticipation 
discounts. 


¢ The consumer Installment Sales 
Program available under this 
plan increases your sales and 
turnover by making it easy for 
customers to buy. 


The Consumer Installment 
Credit Program puts you in an 
equal or better sales position as 
compared to any retail outlet in 
your community because of 
favorable terms and payment 
schedules. 


Ask your Distributor for full de- 
tails on the Moto-Mower Credit 
Plans, or write direct to Moto- 
Mower. 


Only Moto-Mower offers you a 
complete, practical factory con- 
trolled and administered Credit 
Program. 


MOTO-MOWER, ih cs. RICHMOND, IND. A Subsidiary of the IME dura Corporation 


Want more facts? Circle 115, p. 53 
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IN APRIL, 


over half the families in 

the United States will be 

| exposed to the exciting 

new look of True Temper national advertis- 
ing. Be sure you are stocked with the tools 
that are featured in this ad: 


S> No. A35 Famous Rocket Pruner 
. No. TLYS Serrated Floral Hoe 
=~ No. B15 Bow-Type Garden Rake 


Put these tools in your window, along with 
copies of the famous magazines open to 
the ad. This ad sends customers into your 


store. Others like it will tell about True Temper 
quality consistently throughout your selling 
season. And True Temper ad mats and 
point-of-sale display material will help you 
make 1961 a big garden-tool year. 





True Temper’s new Buying 

Guide describes the tools that 

can account for 80% of all 

garden, lawn and farm tool 

sales. To minimize your invest- 

ment and improve turnover, 

call your True Temper whole- 

saler for your free copy, or 

cna net ee pee write True Temper, 1623 Euclid 
co Be Avenue, Cleveland 15, Ohio. 


@IRUE TEMPER 


your basic line... your money line 
Want more facts? Circle 116, p. 53 
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tof True Tempers — 























NOW! 385 in 


Free Accessories 
with new Skil__ 
~ Sander 








...and this hardware week special 


At only $32.95 this new Skil sander is already priced either, because you get your full margin! 
for fast turnover. Toss in $3.85 worth of Free acces- In addition, Skil is packing a colorful easel card 


sories and you have a Hardware Week Special that’s with each sander to help spotlight this special offer 
the hottest profit maker in years. in your store. 

Remember, too, that it’s a true “special offer.”’ Take advantage of this profit-making offer now. 
The Model 592 sander is a regular tool in the Skil Call your wholesaler for complete details. Or write 
line—not an outdated or “‘stripped’”’ model. Skil Corporation, Dept. HA-21, 5033 N. Elston Ave., 


And there’s no short-changing yourself on profits, Chicago 30, Illinois. Offer expires April 22, 1961. 
Want more facts? Circle 117, p. 53 










featured 
in spectacular 
Post ad 
April 22, 
1961 





SBITAA 
SARDELE 


a 
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Tyee & 





Model 9592 


$3295 


includes 
one Model 592 Sander, 
polishing pad and 30 
sandpaper sheets 


gives you full profit margins! 


».. <elling Tienda tolay with, Caderskip 


Want more facts? Circle 117, p. 53 


Androck Andy says: 


“For N iD) W Best Sellers in 
Barbecue Tools, 


ANDROCK 


is your line.” 


take SKE WERS , for instance. 


Here are two brand-new sets, 
carded for fast selling. They 
bring the Androck Bar- 
becue Skewer selection to 
eleven items, in lengths 
from 4” to 30”, and all 
long on profit. 


420X. 15” over- 

all. For use outdoors or in 
the oven. 7/32” oval steel, 
chrome plated. Handle 
ring 1” diameter. Four 
skewers on colorful 
shish kebab card. 


1619X. 24” De luxe. 
7/32” chrome plated 
skewers with satin 
finish hardwood han- 
dies. Four on display 
card with shish kebabs 
in color. 


ANDROCK 


BARBECUE TOOLS 


Androck — the complete line — 31 new items — made by 
THE WASHBURN COMPANY, WORCESTER, MASS., ROCKFORD, ILLINOIS 
Want more facts? Circle 118, p. 53 
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Shel Mage 


For Built-in Shelving. No. 255 Standard (24” to K-V SHELE HARDWARE 


144” lengths, 4%” adjustment). No. 256 Support (%” 
long, %.” wide). Nickel, zinc or bronze finish. 


easily installed, easily adjusted, /asts a lifetime! 


The modern, convenient way to add needed shelving or desirable 
decorative effects. Handsome and sturdy, remarkably low-cost. 
Easy to install and adjust, lasts the lifetime of the house. Always 
keeps shelves straight, strong, sag-free. Available in a range of 
sizes to meet most specifications. Ask your K-V sales representa- 
tive about K-V hardware and fixtures —or send for our catalog. 


KNAPE & VOGT 


MANUFACTURING CO. 
Grand Rapids, Michigan 


HARDWARE 


Manufacturers of a complete line of quality drawer slides, sliding and folding door hardware, closet and kitchen fixtures and Handy Hooks for perforated board. 


Want more facts? Circle 119, p. 53 A 
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a 
liquid 
Sander 
that 


oe 








‘de-glosses 
and 

flattens’ 

al | ae 

painted surfaces 


© Provides positive bond 
between new and old finish 


© Completely eliminates 
paint chipping 


developed by the makers of Zip-Strip & Zip-Kleen... 








HOMEMAKER: 


“Why rub sandpaper... ? 
when you can just wipe | 
on Zip-Sander?” ee 
v- | FLATTENS GLOSS FINISH 
PAINTER: : 


“You can actually see Zip- 
Sander ‘work’.It gives 
tooth to the brush so paint 
flows on smoother and 
easier. Refinish anytime!” 


LIQUID 
PAINT SANDER 





ASK NEAREST DISTRIBUTOR FOR COMPLETE 
PERFORMANCE FACTS AND PROFIT FIGURES ELIMINATES SANDING 


BONDS NEW FINISH TO OLD 


> &9 8295 ‘ >was 





STAR BRONZE COMPANY 


ALLIANCE, OHIO 





If you think fasteners are “chicken feed,” you’ve got another think com- 
ing. Modern packaged fasteners aren’t “chicken feed” in today’s hard- 
ware operations when you stock the fasteners that help you make 
money. Southern’s smartly styled packaging with the famous EZ to C© 
color-coded label is a real money-maker and traffic-builder. And South- aa « 


ern is pre-sold in leading craftsmen’s magazines all year ‘round. 


Give Southern screws a chance to make money for you. Contact your aenienninii 
Southern distributor. Let him put your fastener sales on its feet the 


EZ to C© way. 

Sold Through Leading Wholesale Distributors. 

Warehouses: New York e« Chicago « Dallas « Los Angeles 

Wood Screws . Stove Bolts ° Machine Screws & Nuts ° Tapping Screws Carriage Bolts 
Want more facts? Circle 121, p. 53 
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SCREW COMPANY 


NORTH CAROLINA 


Wood Drive Screws 





Hardware Age 


feature articles 





Feb. 23, 1961 Vol. 187, No. 4 





Old homes 


New homes 
Bis homes 


Small homes 


Your chanee to add new profits 


in 1961. 
Don't miss the 


boat. 


On these snowy, cold evenings some families around 
Kansas City gather in their recreation rooms before 
a comforting fire while they watch television, read, 
play games, and munch pop corn. 

This happy scene has meant a profit to some dealers 
selling builders’ hardware and allied lines. Just a few 
months ago some of these recreation rooms were 
garages. The fireplaces are built-in units bought from 
a neighborhood hardware store on the far south side 
of Kansas City. Chances are lots of other things 
needed to convert a garage to a recreation room were 
bought at a hardware store. 

Here is an example of what is going on in the 
bulging home modernization and replacement market. 
All over the country families are fixing up and adding 
to their homes. Owners of new homes find things break 
and need replacement, and soon after they move in 
they start expanding the house. Owners of older homes 
find it pays to stay put and to modernize the old house 


rather than move into a new one. The modernization- 
replacement market is as expandable and flexible as a 
rubber band. 

The do-it-yourself part of the market has expanded 
with the recession. The need of home owners to con- 
serve cash and the extra available time to work around 
the house, plus many crafts pricing themselves out of 
the market on home repairs, are leading to many do-it- 
yourself jobs. 

To hardware dealers, the market is more than a 
surge in builders’ hardware lines. The upsweep in the 
home modernization market can mean a lift to sales 
in many sections of the store. The dealer who will 
think of lines that fit into home modernization as a 
market, rather than as lines in departments of his 
store, and plan promotions to attract home moderniza- 
tion customers may find the plug to stop his profit 
leak. 

How big is this home modernization and replace- 
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Your chance to add 
new profits 


(Continued ) 





< 


Varied display of modernization lines helps sales for Roy Rutledge at Harri- 
man Lumber, Independence, Mo. 


ment market? No one will ever know. The foundation, 
of course, is builders’ hardware. The latest product 
study by Hardware Age shows that hardware stores 
each year sell more than $340 million in builders’ 
hardware. About 88 percent of all hardware stores 
handle builders’ hardware lines with average annual 
sales of $9500 or 14 percent of their total volume. 

The modernization market dips into so many other 
sections of a hardware store. For instance, into the 
paint section, into hand and power tools and acces- 
sories, rentals, fasteners, electrical and plumbing de- 
partments, housewares, and others. Since dealers tra- 
ditionally think of sales in terms of departments, not 
markets, the full impact of home modernization will 
never be known. 

Then there are the specialty items, like these built- 
in fireplaces handled by Cy Young Hardware on the 
south side of Kansas City. The retail on these units 
comes to around $500. The store advertises built-in 
fireplaces in the metropolitan newspapers. Customers 
come from as far away as the far northern suburbs. 

The market for home modernization lines is quite 
apt to be on the upgrade for 5 to 10 years. The trend 
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in population supports this view. Right now the popu- 
lation age trends that influence home construction 
(HA, Oct. 6, p. 49) show the need for apartments and 
multi-unit dwellings for younger married couples. 
Meanwhile, the market for single homes lags as the 
percentage of the age groups that normally buys 
single home shrinks. As today’s crop of young married 
families matures, the single home market will resume 
growing in 5 to 10 years. The hardware dealer thus 
becomes a more important factor in builders’ hard- 
ware and allied lines to meet the needs of the replace- 
ment and modernization market of this decade. 

How does a dealer serve his market? For some 
answers, let’s look at how some dealers in the general 
Kansas City area are handling their modernization 
and replacement markets. 


Stratton Hardware, out on West Tenth St. in Topeka, 
Kan., is in an area of better type, older and not-so-old 
homes. This, definitely, is a modernization market. 

Dale Appenfeller reports about 75 percent of his 
builders’ hardware sales are to do-it-yourselfers, 25 
percent going to contractors and to night-shift crafts- 





Built-in fireplace is specialty modernization item at Cy Young's Hardware 
Store in Kansas City. 


men. The craftsmen take on jobs like plumbing and 
electrical work, a bit too difficult for the average do-it- 
yourselfer, to pick up some extra income. To keep 
contractors and craftsmen coming to his store, Mr. 
Appenfeller stocks items in depth, especially on lines 
used in kitchen and bathroom modernization. 


On the opposite side of Topeka is a hardware store 
that had its home modernization. market created by a 
flood in 1951. The need for new homes resulted in 
tract development. The store first experienced a boom 
in replacement hardware. Home owners made replace- 
ments with items in the middle of the lines, replacing 
low end items. Replacement of basic hardware has 
since declined. Home owners now are in the market 
for maintenance merchandise, such as paint, caulking 
compounds. Also, copper tubing is booming now for 
replacement, and for add-on appliances. 

This is the Falley Hardware store in a shopping 
center on the far east side of Topeka. 


Gordon’s Hardware, in Overland Park, Kan., is in 
a market of new tract development homes. Mr. & Mrs. 


William Gordon have been in the business for 6 years, 
and report modernization and replacement lines are 
one of the store’s big sources of sales. In fact, builders’ 
hardware sales have gone up 200 percent in recent 
years. 

Here is how Mr. Gordon’s replacement market 
shapes up: 

Original locks and hinges are breaking. Home own- 
ers tend to upgrade replacements. Gordon’s Hardware 
features locks and hinges in the middle price brackets. 

Light switches are failing. Toggle switches are in 
good demand. 

Gordon’s Hardware expansion market also is boom- 
ing. New home owners are installing washers, dryers, 
garbage disposer units, and so on. Also, there is a 
trend to convert garages into dining and recreation 
rooms to get more living space in the home. Conversion 
jobs call for electrical department lines, plumbing 
items to install home bars, plus paint. 

Mr. Gordon points out how important product knowl- 
edge and installation techniques are in serving this 
market. 

“Sell a man a garbage disposer unit Friday evening 
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Your chance to add new profits 
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and chances are he'll telephone you before noon Satur- 
day asking how you connect one of the wires,” Mr. 
Gordon reports. 

Gordon’s Hardware features product knowledge, and 
also carries on an extensive promotion in the local 
newspaper and with FM radio spots. Advertising 
features the store’s name, rather than price, and 
strives to build an image of headquarters for replace- 
ment and modernization needs. 

For instance, in the Fall the store features air filters 


in its ads. Many forced hot air space heating systems 
have been installed in the store’s market area. Air 
filter sales now are numbered in the thousands per 
year, and each customer is potential traffic for other 
home replacement or modernization needs. 


Harriman Lumber Co., in Independence, Mo., has a 
hardware department managed by Ray Rutledge. Mr. 
Rutledge worked for a hardware store in another 
Missouri town, and six years ago came to Harriman 
Lumber. This lumber company hardware department 
operates in a market of older homes. Modernization is 
the key market, and the work is done mainly by do-it- 
yourselfers. 

Mr. Rutledge approaches his market with breadth 
of stock, in the middle price brackets. When a cus- 
tomer comes in to talk about a modernization project 
Mr. Rutledge can show a number of models. 

One of Mr. Rutledge’s merchandising aids, is a rack 
over in a corner of the display room with literature 
produced by manufacturers for consumers. Customers 
can look over merchandise on display and leave with 
literature to help in their at-home planning. 


Mr. Rutledge’s principal sales approach is to find 
his customer’s problem. For instance, a woman cus- 


Merchandise for modernization of bathrooms displayed by Dale Appenfeller at his Stratton Hardware in Topeka, Kan. 
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tomer asked for a quart of paint. In a few brief ques- 
tions, Mr. Rutledge found out the type of project 
before he pulled a can off the shelf and while the can 
was in the shaker made discreet inquiries about other 
paint needs. 


In some markets, the contractor is the key to mod- 
ernization sales. That is the case in Lee’s Summit, 
Mo., and McKee Lumber, which has an extensive hard- 
ware department, is in this small town market. Popu- 
lation tripled from 1950 to 1960, and is estimated to 
triple axain by 1970, as suburban Kansas City rolls 
farther out into the country. 

McKee Lumber is letting wholesalers handle the 
builders’ hardware business of tract developers. Some 
odds and ends business does come to the lumber yard 
when the tract developer wants only a few items to 
complete a job and will buy locally. 

The major approach of McKee Lumber to the mod- 
ernization market is through the local contractor. The 
hardware department encourages home owners to come 
in with their projects and to let the store put the 
customer in contact with a contractor who can handle 
the job. 


Air filters featured to build reputation as home moderni- 
zation headquarters by Mr. and Mrs. William Gordon, 
Gordon's Hardware, Overland Park, Kan. 


Cy Young Hardware in Kansas City jumped into 
the replacement market six years ago, featuring do-it- 
yourself lines. Tract development was just starting in 
the store’s market territory. Now the store does a 
brisk business in replacing locksets. 

These home owners, also, are now in the expansion 
lines market. Young Hardware points to rising sales 
in electrical lines, plumbing supplies, ceiling tile, and 
showers. A number of homes in the store’s area are 
being expanded by converting garages into living 
space. 

Fireplace equipment is an important line at Cy 
Young Hardware, important in generating sales vol- 
ume and important in bringing in traffic for other 
expansion lines. 


The question of financing sales in the modernization 
and replacement market was brought up by a number 
of dealers. Some projects are handled through FHA 
loans. Some home owners keep a project going, pour- 
ing in some money each week which governs their 
rate of purchases. Others save enough to pay for all 
project materials before starting the project. To the 
hardware dealer, the transactions are cash. —End 
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A steps to... 


more lawn and garden profit 


**The discount price gimmick doesn’t work for me,” says a 
dealer who has built impressive volume by 


using a four-phase plan that gets and keeps new customers. 


Do you think bargain-basement mick just doesn’t work for me.” garden management problems, and 
prices are the only cure for sagging Mr. Kresin and Lewis Hart are avowed not to become bargain-base- 
traffic? co-owners of Fairway Hardware, ment discounters. 

“Not I,” says Gene Kresin, “the Kansas City, Kan. They have ap- Result: A 20 percent sales in- 
discount price, coupon-type gim- plied sound thinking to lawn and crease each year since 1957. 


“Sell the back of the packages . . . the coverage and benefits, instead of price,’ says Mr. Kresin. 


EF 
SaaS 





42 ¢ HARDWARE ACE, February 23, 1961 





Though Messrs. Kresin and Hart 
have used a number of fresh ideas 
to build their outdoor living trade, 
four phases of their planning are 
most responsible for success: 

—A separate outdoor shop was 
created. 

—Customers were sold coverage 
and benefits instead of pounds and 
prices. 

—Customers were offered free 
soil testing and free use of lawn 
spreaders. 

—Customers were urged to buy 
as groups, and accomplish small 
but worthwhile savings. 

With management’s use of these 
and other ideas, outdoor lines ac- 
counted for one-third of Fairway’s 
total income in recent years. It 
is expected to climb to nearly 40 
percent of the total. 

“We used to spot lawn and gar- 
den lines all over the store, wher- 


ever there was room,” Mr. Kresin 
says. “But this cost us dearly in 
tie-in sales and step-up sales. 

“Now we have a 35 x 45 ft 
concrete-floored outdoor shop at tiie 
back of our store. It’s easily the 
most profitable part of the store. 
Now our average sale in season 
is about $20, and sales up to $300 
are not uncommon. 

“We never sell any item by the 
box, bag, pound, or price alone. 
We’ve learned to sell outdoor prod- 
ucts by the coverage they give or 
the benefits they offer. 

“You may scare away a customer 
by merely quoting the price of fine 
quality grass seed in a large box. 
But when you explain the beautiful 
and carefree coverage for 5000 sq 
ft that it makes possible, the sales 
talk is received in a different light. 

“When we’ve gotten the customer 
started on the initial purchase, it’s 
easy to relate the other things he 


will need. All of the merchandise 
in our department is stocked in 
logical order for tie-in selling. We 
believe in mass display showing 
our depth and assortment of stock. 
It helps create a good selling at- 
mosphere,” Mr. Kresin says. 

“We also believe in brand name 
merchandising. 

“Gardening is expensive busi- 
ness, and we find more and more 
customers are aware of the ad- 
vantages of quality products. They 
don’t mind paying a fair price for 
the product, but they do care about 
the product’s being as good as it 
should be for the price. 

“We stock many name brands of 
most products. With this choice, 
customers who could buy a fertil- 
izer at a nearby supermarket for 
$1.98 don’t seem to mind paying us 
the $2.55 list price.” 

Fairway has a number of serv- 

(Continued on page 78) 


Mass displays are a feature of Fairway's outdoor shop. Note spreaders overhead. 
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You ean be successful 
in a downtown store 


Downtown hardware dealers have 
plenty to look forward to. 

There’s good sales potential in 
a neighborhood store in an older 
residential district. But it’s a spe- 
cialized potential that a dealer 
must discover for himself. 

Mr. and Mrs. Ben Bean, owners 
and operators of their neighbor- 
hood hardware store, have discov- 
ered that potential in the Capitol 
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Hill district of Seattle, Wash. 

In many particulars, that poten- 
tial would be typical of many simi- 
lar districts in many other cities. 

The Capitol Hill district is one 
of Seattle’s oldest, and is quite 
close to the downtown district. The 
last vacant lot disappeared years 
ago. 

There has been a good deal of 
construction during the last 10 


years of new and larger apartment 
houses. The other principal hous- 
ing development has been the 
purchase by young adults with 
large families, of the two and three 
story houses built 40 to 50 years 
ago. Many of these families have 
moved in from the suburbs, where 
they could not afford a large enough 
house at new home prices. Many 

(Continued on page 85) 


Paint, No. 1 line for the success of a downtown store. 
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Housewares, No. 2 line for the success of a downtown store. 


How to set off a department, giving it a “shoppe” appearance. 
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Mr. Bakker is endorsed on 
Private vs. national brands 


Dear Editor: 


In “Letters to the Editor,” p. 71, 
Dec. 29 issue, I notice you take 
issue with Jacob Bakker when he 
expresses the opinion that indepen- 
dent hardware dealers may be 
forced to sell private brand mer- 
chandise, instead of national 
brands. 


This may not be true in some 
cases, but I believe if you were 
out on the firing line you would 
find there is considerable merit to 
his statements. 


The electrical table appliance 
business has reached the point 
where it is nearly impossible to sell 
the advertised lines at a margin. 
Notice I said “margin” and not 
“profit.” 


It is astonishing the number of 
retail customers who have access 
to wholesale prices. I am not con- 
demning them for buying that 
way, but if that is the proper way 
for these manufacturers to distrib- 
ute their products, then they can- 
not expect the retailer to stock, 
service, and grant credit to the re- 
tail customer without a margin. 

The standard excuse of these 
manufacturers is they cannot con- 
trol it after it leaves their ware- 
house. There are several good lines 
of wax, housewares, and other mer- 
chandise where it is controlled, but 
there are not enough of these lines 
to give us sufficient volume. 


It probably is not necessary to 
get as long a margin now as in the 
early days, because of turnover and 
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from Hardware Age Readers 


volume, but it is still necessary to 
make the required overhead to op- 
erate a business. 

I do not want to be radical or 
unjust, but we intend to give con- 
siderable thought to private brands 
where it is good, clean and saleable 
merchandise, if we can sell it with 
confidence at a margin. 

Yours truly, 
Howard H. Floyd 
The Beaver Hardware 
& Furniture Co. 
Beaver, Okla. 


Editor’s note: Our views were 
summed up accurately in the foot- 
note to Mr. Bakker’s letter. We 
are still of the opinion that there 
is too much generalization on this 
subject, and not enough discrimi- 
nation. Criticizing all manufactur- 
ers with one sweeping generaliza- 
tion does not do justice to those 
factories that do have good lines, 
from a hardware dealer’s view- 
point. Too many private brands on 
a dealer’s shelf can also lead to 
difficulties, especially in these days 
of mass advertising activities. 


Hardware women 


Dear Editor: 


Referring to the article on p. 59 
of the Jan. 12 issue of Hardware 
Age, it is my opinion that a woman 
managing a hardware store is in 
a very fascinating position. 

Answering inquiries and settling 
questions gives us the advantage 
of adding our personal touch. 

With a warm personality, it is 
very rewarding to have the same 
customers return and give me so 


many compliments as to the assis- 
tance we gave in selection of wall- 
paper for every room in the home, 
and also blend in the color of paint 
for woodwork to match same. 

The youngsters and teenagers 
also commend me for showing and 
teaching the use of various items. 
We hardware women are very 
grateful for the privilege of being 
part of the hardware business. 

Sincerely, 

Mrs. Samuel Westerman 
B. & M. Hardware & Paint Co. 
Malden, Mass. 


Don’t be hasty, he warns 
Dear Editor: 


Just finished reading another 
timely editorial in the Jan. 26 is- 
sue, p. 8. Dropping a product, as 
you suggest, strikes me as being 
a little inconsistent with a mer- 
chant’s position. 

I think it would be ridiculous to 
throw out the X line because they 
advertised their product with a list 
price that is inconsistent with com- 
mon sense as far as a dealer’s cost 
is concerned. 

This is especially true when X 
line has high customer acceptance 
and is beautifully packaged. 

We must make X company un- 
derstand that despite all these fa- 
vorable factors, they have not com- 
pleted the merchandising cycle. 
Until they do, they will never earn 
maximum dealer support. 

In the meantime we have lots of 
other problems. I think that Fair 
Trade laws would be as big a men- 
ace as discount houses. 





Viewpoints pro and con on... 


—Private versus national brands 


—Discount house sources 


—Snoddering machines 


—Are imports needed? 


—Hardware women 


Looking at the future, it seems 
to me that the worst mistake a re- 
tailer can make is to offer cheap, 
inferior foreign goods to his cus- 
tomers. 

If there is any throwing out to 
be done, let’s not be traitors to our- 
selves by throwing out products 
that are right. Let’s throw out the 
inferior foreign imports that are 
engulfing our country. 

Let’s not forget that in the long 
run, the regular run of retailer, 
not the discount house, is our best 
assurance of a strong economy. 
And if the retailer is to remain 
strong, we must also have strong 
wholesalers. In order to have 
strong jobbers, we must have 
strong manufacturers who know 
how to plan for the future. 

Very truly yours, 
Henry D. Florence 
Florence’s Hardware 
286 Front St. 
Hempstead, N. Y. 


Discount house sources 


Dear Editor: 


I think the editorials in the Jan. 
26 issue, pp 7 and 8, should be read 
by everyone in the trade. 

The second part, “Let’s look 
back,” really rings a bell. We, too, 
know of several instances in which 
we have spent weeks trying to 
ferret out information on how our 
tools were getting into discount 
houses. In one case we have tried 
for over two years and to date have 
been unsuccessful in locating the 
source. We know we don’t sell them. 

One discount outlet we have in 
mind has just about every well 


known hardware line on the market. 
When questioned, they simply smile 
and without qualification state they 
can get any line they want. The 
merchandise this firm moves is ab- 
solutely fantastic. In a relatively 
short time they have four huge 
stores and four or five more are 
planned for opening this year. 

We were told by one man who 
sells them on a 2 percent basis 
(cash discount only), that his com- 
mission last year amounted to 
$8,000. This seems a little hard to 
believe, but if you could see the 
people carrying merchandise from 
the stores it is entirely possible he 
was not putting out a fairy tale. 

You are absolutely right in your 
statement that manufacturers have 
a problem too, and that there are 
two sides to every story. 

I sincerely hope every hardware 
man in the country will read, digest 
and act on the subjects covered in 
these editorials. Let’s hope it will 
awaken the hardware trade to a 
very serious problem that only the 
participants can solve. 

Yours truly 
A tool manufacturer 


Why imports are needed 
Dear Editor: 

This company is primarily in- 
terested in importing American 
tools and hardware. All my busi- 
ness life I have sold American 
goods in Great Britain. I am not 
engaged in selling to the USA. 
For these reasons, strange though 
it may seem, 1 am prompted to 
write on some points raised in the 
article on imports into the USA 


by O. E. Fee in your Dec. 15 issue, 
p. 48. 

I think two subjects have been 
confused. I am in agreement with 
Mr. Fee on “cheap” goods. Gen- 
erally speaking, you get what you 
pay for. Cheap goods never made 
a first class business. Surely Mr. 
Fee’s fears are answered to a great 
extent by the excellent letter from 
Mr. T. C. Russell (on p. 52) in the 
same number. 

But “cheap” goods are not neces- 
sarily an argument against im- 
ports. Competition is red hot 
here, but our purchases of Ameri- 
can hardware are leaping ahead 
because we search for the best and 
expect to sell quality at higher 
prices. 

How else can we operate when 
we have to pay your high prices, 
ship over the ocean, pay import 
duties and provide normal margins 
of profit for the trade. Indeed, 
we are only successful when we 
have goods that are better than 
usual. 

I believe most countries make 
some goods supremely well and 
their importation is worthwhile for 
a variety of reasons. One reason is 
the necessity of expanding trade 
in what we call today, the West- 
ern World. This is not only for 
our mutual benefit, but so that we 
are sufficiently prosperous to play 
our proper parts in the interna- 
tional field. 

So I hope you will continue to 
import, perhaps more selectively. 
It makes it much more easy for us 
to buy from you. 

Yours faithfully, 
L. J. Hiller, 
Managing Director 
Markt & Co. (London) Ltd. 
London, England 


Snoddering machines 
Dear Editor: 


I like the editorials in HARDWARE 
AGE. I try to read them all, and do 
read most of them. Many of the 
things said in the Jan. 12 issue 
are true. In the short time we’ve 
had our store, l’ve asked several 
salesmen not to come back so that 
we could be a better customer of 
the three wholesalers from whom 
we do buy. 

(Continued on page 105) 
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Waste space is converted into a big, interesting store. View from front. 


If you need more space why not... 


Try a split-level design 


Perhaps this description fits your store: 
—OQOlder building, but good location. 

—You own it and don’t want to move. 

—Store is longer than wide, has high ceilings. 


Sooner or later, remodeling will become a major 
decision. Perhaps because you want to add merchandise 
to present selections, or maybe you'll want a more 
modern store. 

Still another reason may force a decision, as it did 
at Scheels Hardware, Jamestown, N. D. 

Don 8S. Norem, owner, was forced to make a quick 
decision on what to do about the old store. A crackling 
fire on July 30, 1960, made the decision inescapable. 

Mr. Norem liked his good traffic location. He didn’t 
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want to move. He did want to expand his display area. 

Mr. Norem recalled that he had seen clothing firms 
and other merchants transform older high-ceilinged 
stores from one floor to three levels. This split-level 
plan added additional space equivalent to half of a 
full floor. 

Now Mr. Norem has the first split-level hardware 
store in his trading area. He likes it, and it is doing 
these things that he wanted it to: 

(1) Allows elbow room for many new lines on dis- 
play. 

(2) Makes a more interesting floor plan that seems 
to draw more customers. 

(3) Gives sight-control of all selling areas from the 
mid-level checkout station. 

(4) Seems to be a much larger store, although cubic 
footage is unchanged. 

There is no magic involved. If you were to walk into 





the average row store in any downtown area, you 
would see the large amount of space wasted by high 
ceilings. 

Contractors of 40-50 years ago seemed to have a 
penchant for the airiness caused by 14 to 17 ft ceilings. 
It does not take a fortune to change a 16 ft. high 
selling area, for example, into two selling levels with 
74% ft ceilings and a foot or so of separation between. 


Mr. Norem was his own architect. He did much of 
his own remodeling and fixture building. He had many 
ideas that were incorporated into the split-level de- 
sign: 

“I wanted more display space, and I wanted a new 
personality for my store. I wanted it to be more 
comfortable for customers to shop and browse. 


“We air conditioned the building, and put in the 
highest candlepower lighting. We used a great deal of 
color and originality in our new displays,” Mr. Norem 
says. 


Aside from remodeling, the fire of last year posed 








another interesting problem that many dealers may 
face one day: Gamble on selling the old stock, or settle 
with the salvage company on a 100 percent basis? 


Should a dealer hold his own fire sale and reclaim 
merchandise? 

Should a dealer settle for every piece of his stock 
to bare walls for a flat figure which usually represents 
a considerable loss? 


Mr. Norem gambled and won in this regard. He had 
a fire sale lasting a week and a day. After the sale, he 
was left with a lot of slow selling, but basic hardware. 


““A farm area store has to be a service store,” Mr. 
Norem says. “A farm belt store spends years building 
an inventory of basic hardware that is seldom called 
for, but always necessary when it is called for. 


“TI preferred having this kind of stock leftover as 
a nucleus for my new store to letting the salvage com- 
panies remove every nail and stick. It would have 
taken months to rebuild this kind of ‘service store’ 
inventory.” —E'nd 


At checkout station on main level, entire store can be seen. 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 53, and mail 


Item 1 
Suction-cup bathtub mats 
Safti-Grip Bathtub Mat has 


hundreds of tiny suction cups on 
the bottom to provide safety from 


skids 

The textured top surface makes 
standing secure and sitting com- 
fortable. The mats come from 14 x 
25%4 to 18 x 30 in. Prices range 
from $2.98 to $3.98. All sizes are 
available in white, yellow, light 
green, pink, turquoise, sandalwood. 
A shower stall mat, 2214 in. square, 
is also available at $3.49. Rubber- 
maid, Inc., Dept. HA, Wooster, 
Ohio. 


Item 2 
48-piece tool display 


Vichek’s 48-piece tool Grab Bag 
is to promote impulse sales. Cata- 
log No. FW-1 includes an assort- 
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ment of fast-selling tools with a 
suggested selling price of 49¢ per 
tool. Regular price per tool is 59¢. 
Contents of the Grab Bag are nine 
combination wrenches, 20 open-end 
wrenches, nine box wrenches, six 
pair of 6-in. combination pliers, 
and four hex key wrench 7-piece 
sets. All tools are drop forged and 


bright plated. Vichek Tool Co., 
Dept. HA, 3001 E. 87th St., Cleve- 
land 4, Ohio. 


Item 3 
Steel kitchenware line 


Continental Can’s line of Deco- 
ware kitchenware features a rose 
set in a spray of stylized flowers 
and is lithographed in full-process 
color, on white with gold trim. The 
steel set includes a bread box, two 
waste baskets, four canisters, a 
step-on garbage can, dust pan, and 


cake container. The cake container 
has a handy top handle and locking 
feature to be carried to picnics, etc. 
Continental Can Co., Dept. HA, 530 
Fifth Ave., New York 17, N. Y. 


Item 4 
Three new lawn formulas 


These three new Vitogro lawn 
formulas include lawn food, Crab- 
grass Preventer, and Lawn Weeder 
and Feeder. The lawn food is made 
of a combination of nonburning 
ingredients. Granules are light 
green for high visibility when 
covering lawn. A 33 lb bag covers 
58 x 100 ft. Crabgrass Preventer 
contains Decthal, to give 90 per- 
cent control with one application. 
Kills crabgrass seedlings before 
they germinate. Lawn Weeder and 
Feeder is light in weight. A 25 Ib 
bag will cover 2500 sq ft. Granules 





Here is a quick Check 
List of items described 
in the following pages 


AND FEEDER 





are colored light yellow for visibil- 
ity. Agricultural Chemical Div., 
Swift & Co., Dept. HA, Union 
Stock Yards, Chicago 9, Iil. 


Item 5 

Cushion-grip garden tools 
Eight tools in the Green Thumb 

Aristocrat line are Lustre-Chromed 

to resist rust and corrosion and 

have finger-fitting Cushion-Grip 





Quick Index to Buying Check List 





[] Suction-cup bathtub mats 
[] 48-piece tool display . 

[] Steel kitchenware line .. 

[] Three new lawn formulas 

[] Cushion-grip garden tools . 
Economy electric drill bit 
House numbers, signs display 
Beater counter display 

Rust preventive paint 
Carbine-styled firearms 
Informal dinnerware pattern 
Adjustable hamburger press 
One-piece nail anchor 

Low price spray outfit 
Homeowner's utility cart 
Light dimming wall switch 
Propane torch special 
Precision rear sight . . 
Recessed lighting fixture 
Low-pressure spray painter 
Fold-away nursery items .. 
Hole saw line expanded 
Decorated serving tray .. 
Crab grass control formula ... 
Oscillating radiant heater 
Tent with exterior frame 
Adjustable wrench display .. 
One-piece cap wall anchor 
Protective aluminum coating 
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Self-propelled rotary mower ...... 
[1 Aluminum camp stove 

[] Aluminum rolling window 

|] 2-piece crystal serving set 


[] Crayon-by-number set 

Three measuring utensils 
Lightweight aluminum ladder 
Blister-packed rubber toys 
Suburban mailbox posts 
Riding tractor-mower ... 
Packaged fishing equipment 
Exterior house paint line .. 
Canned lawn seed mixture 
Electrical bug exterminator ..... 
Plastic beverage blender 

Two plastic clotheslines .. 
Color coded light bulbs 

Plastic decorator plaques ..... 
Floor merchandising display .. 
300-grain bullet for Magnum . 


OOOOOOUOOOOUNDO0O0D 


Transistor-battery fencer _. 

[} Multi-purpose band clamps 

[] Wire-core plastic cord 

[] Housewares catalog 

[] Promotional items catalog . 

[] Handbooks catalog 

[] Outdoor lighting catalog .. 

[] Tool displays bulletin 

[] Steel wool uses card _. 

] Tilling facts booklet _.. : 
[] Equipment catalog for poultrymen. . 
[] Cataleg of wire hardware 

[] Kitchen hood catalog ..... pe. 
[] Perforated panel display catalog ... 
[] Lighting fixtures catalog 

"] Riding tractor catalog 





vinyl plastic handles for better 
handling and balance. Available in 
open stock or in wire or kraftboard 
displays. Box gift set of four tools, 
two trowels, lawn weeder and culti- 
vator, is also available for all-year 
giving. Union Fork & Hoe Co., 
Dept. HA, Columbus VE, Ohio. 


Item 6 
Economy electric drill bit 


Irwin’s F49 E-Z Bor, economy 
priced electric drill bit with % in. 
shank, is priced to meet import 
competition. The bits are carded 
and prepriced at 45¢ each. They 
are available in six popular sizes: 
32, lo, %, %4, Y% and 1 in. An 
M-49 all-metal counter and hang 
up display is provided free with an 
assortment of four of each of the 
six sizes. Dealer cost of the M-49 
display and F-49 assortment is 


% Cte BS 





$7.20. Retail value is $10.80. Irwin 
Auger Bit Co., Dept. HA, Wilming- 
ton, Ohio. 


Item 7 
House numbers, sign display 


Hy-Ko Products has combined its 
complete line of letters, numbers, 
signs and accessories into a single 
space-saving swinging panel dis- 


HARDWARE AGE, February 23, 1961 © 51 





BUYING CHECK LIST 


Want more details? Just circle item number on p. 53 


play called Hy-Ko Merchandise 
Mart. Panels are designed with 
brackets for mounting to Reflector, 


_ L710 wd 


NinOM ™ 


LiX3 | NaN 


ONINEVd 


KV, or Darling fixtures. It can 
also be mounted on perforated wall 
board. Other features are center 
hole punching of all letters and 
numbers, and the new Round 
Corner Day-Glo signs with 4- 
corner punching. Two assortments 
are available, large or small, and 
come with an appropriate free dis- 
play. Hy-Ko Products Co., Dept. 
HA, 6813 Wade Park Ave., Cleve- 
land 3, Ohio. 


Item 8 
Beater counter display 


Ekco’s compact beater display 
takes up less than 2 square feet of 
counter space. Each beater is po- 
sitioned on the fixture so that it 
can be tested freely or removed for 
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closer inspection. Features of each 
beater are described on the header 
panel. Display is included with as- 
sortment of three each Model 683B, 
retailing at $2.98; six each Model 
678, $3.98; three each of new Model 
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689, $4.95, and three each of new 
Model 692, $4.95. Each beater is 
packaged in a 3-color display box. 
Assortment comes in two cartons 
with total weight of 10% lb. Ekco 
Products Co., Dept. HA, 1949 N. 
Cicero Ave., Chicago 39, Ill. 


Item 9 
Rust preventive paint 


Rustoil is a specially formulated 
enamel -like coating, to protect 
metal surfaces, in Woodhill’s 1961 
program expanding its line of fix-it 
repair products. For use with new 
or rusted metal, it provides a pro- 
tective coating that penetrates into 


metal pores. Can be used alone, or 
over Rustoil Primer for maximum 
protection. Dries dust-free in one- 
to-two hours, and enamel-hard over- 
night under normal conditions. 
Available in 14-pt to retail for 98¢, 
pints for $1.79, quarts for $2.89, 
and gallons for $6.80 to $8.80. Also 
available in 16-0z aerosol package 
to retail for $1.98. Ten colors are 
available. Woodhill Chemical Corp., 
Dept. HA, 1290 E. 34th St., Cleve- 
land, Ohto. 


Item 10 
Carbine-styled firearms 


Remington Arms has added six 
carbine - styled rifles which are 
suited for use in heavy brush coun- 
try. Model 760C was introduced 
last year. The six new models are 
a carbine version of the Model 








742 Woodmaster, shown; a deluxe 
grade of the Model 760 carbine; 
a short barreled version of the 
Model 870 Rifled Slug Special pump 
action shotgun known as_ the 
Brushmaster; a boy’s carbine ver- 
sion of the Model 514 bolt action 
rim fire rifle; and carbine versions 
of the Model 510 bolt action and 
Model 552 autoloading rim fire 
rifles. Remington Arms Co., Dept. 
HA, Bridgeport, Conn. 


Item 11 

Informal dinnerware pattern 
Brookpark’s Meadowlark is an 

informal array of sunny, summer 


flowers. Soft yellows, greens, and 
browns against a translucent white 


background make up the pattern. 


All hollow pieces are in mocha 
brown. Suggested retail price for 
a service-for-eignt set is $29.95. 
Open stock available. Brookpark, 
Inc., Dept. HA, 11071 Shaker 
Blvd., Cleveland 20, Ohio. 


Item 12 
Adjustable hamburger press 


Androck Hamburg Press has a 
top knob adjustment, making four 
to eight 4 in. patties per pound of 


(Continued on page 59) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with ail items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 


postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print mame and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE 


Post Office Box 60 


Village Station 
NEW YORK 14, N. Y. 


Front cover adv. Second cover adv. 
Third cover adv. Back cover adv. 


BUSINESS REPLY MAIL 


No postage 


Name 








Firm 

Street 

City Zone 
State My title 

My wholesaler 


Wholesaler's address 
Card is velid 8 weeks only 





HARDWARE AGE BUYING CHECK LIST _ 


A quick, easy way to keep up to date 


B® Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 
You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 
Postcard Service. 


Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 

Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information avaiable. 


Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 


Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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Third cover adv. Back cover adv. 
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ees PORCELAIN CAST-IRON 
= COOKWARE Sells on sight. 


Decorative in the kitchen and ever so 
- versatile—it can be used trom freezer 
‘to range to table. Easy-to-clean porce- 





Rar8 






ain finish keeps it like new for a lifetime 









PRIZER-WARE, P.O. Box 1382, Reading, Pa. 
Send me information about complete /ine. 


NAME 
COMPANY ______ 
ADDRESS__ 


CITY 


(please print) 


You Il find just what you want among these 


FINE PLIERS by CRESCENT 


Crescent makes one of the most complete lines of Miniature pliers 


pliers made anywhere in the world. Under the trade Slip joint pliers 
names CRESCENT and CRESTOLOY you will find Utility pliers 


/ . Long reach pliers 
not only a variety of patterns and Sizes, but a per- g P 


, : , Color keyed pliers 
fection of design and a quality of workmanship very . tae 
ence tools 


difficult to find elsewhere. und chawberd type tap-telnt 


Whether you buy for resale, buy for your employees, pliers in all popular patterns 
or buy for your own personal use... you are SAFE 


if you insist on CRESCENT or CRESTOLOY. 





Sold by hardware dealers and industrial 

distributors everywhere. 
Ld the $rlisan 
Symbol of Excellence 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
Want more facts? Circle 123, p. 53 A 
< Want more facts about the ad on page 55? Circle 122, p. 53 
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NAKED CITY 


€: 


CHEYENNE 


ADVENTURES IN PARADISE 


will feature 6-12 brand, America’s 


ORDER NOW!IBe ready for heavy spring 
and summer demand. Contact your ‘‘6-12”’ 
Brand Insect Repellent supplier for Coun- 
ter Assortment No. 190. Also available in 
Floorstand Assortment No. 191, and indi- 
vidual package units. 





WELLS FARGO 


ASPHALT JUNGLE 


Insect Repellent —= 


Hard-selling commercials 
drive these points home: 


Prevents insect bites by repelling mosquitoes, 
black flies, chiggers and gnats. 


Easy to apply—won't harm skin or clothing. 


«x 


The only complete line — aerosol spray, liquid, 


PROFIT 


with this special 
O counter display for 


stick, lotion. 


high traffic 


BUY 


12-5 oz. AEROSOL SPRAY 
2-2 oz. LIQUID 

6-2% oz. LOTION 

6-1 oz. STICK 


DISPLAY BONUS 
4-2 oz. LIQUID 


CcOsT 
$1.19 
.69 
.69 
.69 


$15.40 


FREE .69 


RETAIL 
UNIT PRICE 


HRA wT 


SIX-TWELVE 


~ INSECT 
REPELLENT 
rouonal ) 


spots! 


RETAIL 

TOTAL 
$14.28 
1.38 
4.14 
4.14 


$23.94 
2.76 








$15.40 
YOUR PROFIT 


UNION 
CARBIDE 


Want more facts? Circle 124, p. 53 


$26.70 


$11.30—42% (plus Counter Display) 


“6-12” and “Union Carbide”’ are registered trade-marks for products of 
UNION CARBIDE CONSUMER PRODUCTS COMPANY 
Division of Union Carbide Corporation, 270 Park Avenue, New York 17, N. Y. 
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Famous Rust-Oleum. Quality in Rust-Oleum Pleasure Craft Finishes 


Leas 


Over 2,500 dealers rie develop 


NEW Rust-Oleum pleasure craft finishes! 


Famous Rust-Oleum quality is now available in all-new Pleasure S: 
Craft Finishes to bring you new profit fromh one of America’s BN Distinctive as your 
fastest-growing industries—the BOATING and PLEASURE 4 ff SS . own fingerprint ! 
CRAFT MARKET! The man with the outboard, the sailboat, . S 
the larger inboard—they’re all yours to sell in this dynamic <ul > 
market! 
Rust-Oleum Pleasure Craft Finishes are custom-tailored to 
your reeds—NOT a long, complex line, NOT a burdensome 
line—BUT, a short, extremely high-quality, popular-color line 
that you can sell at high profit! It took a lot of study, research- 
ing, and testing to come up with the answers. For example— Made by the makers 
we invited suggestions from over 2,500 dealers. Dealers them- of famous 
selves contributed many important points to help us develop RUST-OLEUM 
a new approach in merchandising to the small boat owner! STOPS 
Your Rust-Oleum distributor has the facts. Ask him for 
complete details, or write the Rust-Oleum Corporation, 2533 
Oakton Street, Evanston, Illinois. 


Want more facts? Circle 125, p. 53 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 53 


(Continued from page 52) 


oS 


meat. A ball of meat is pressed in 
the unit, and the knob pushed to 
eject a perfectly pressed patty that 
will stay together while cooking. 
Casing and disk of the tool is made 
of aluminum, the shank of stainless 
steel. Each Hamburg Press is 
packaged on a colorful display 
card. It retails for $1. Washburn 
Co., Dept. HA, 28 Union St., 
Worcester, Mass. 


Item 13 
One-piece nail anchor 


Brackets, clamps and other fix- 
tures can be quickly fastened to all 
types of masonry with Nailin one- 
piece nail anchors. Nail and anchor 
are combined to simplify installa- 


tion. Anchors come in aluminum 
and steel, in sizes from 3/16 x % 
in. to % x 1% in. A small hole 
in the masonry is required for in- 
stallation. Hammering nail home 
expands the anchor in masonry, 
holding fixture securely. Rawl- 
plug Co., Dept. BA, 242 Peters- 
ville Rd., New Rochelle, N. Y. 


Item 14 
Low price spray outfit 


Here’s a sturdy, low price Speedy 
Sprayer for professional or hobby 
use. The direct drive No. 680 out- 
fit includes gun and retails for 
$29.50, without motor. Atomizes 
almost any material including 


paints, calcimine, and insecticides. 
Develops 25-lb working pressure 
with any %4-hp motor with %-in. 
shaft. Oversize diaphram insures 
clean, oil-free air. No lubrication 
needed. Comes complete with No. 
212 gun, 10-ft hose, and tire chuck. 
W. R. Brown Corp., Dept. HA, 
Chicago 35, Ill. 


Item 15 
Homeowners’ utility cart 


The Handi-Kart answers the 
homeowner’s carrying problems 
throughout the year. It’s made of 
heavy-duty aluminum that won’t 
rust. Two heavy-duty front tires 
have nylon bearings. The zig-zag 
platform construction prevents 
cans from freezing to frame dur- 
ing winter months. Total weight 
is 10 lb. Handi-Kart Corp., Dept. 
HA, 31650 Stephenson Hwy., Madi- 
son Heights, Mich. 


Item 16 
Light dimming wall switch 


GE’s High/Low Control is for 
locations where dimming is desira- 
ble for comfort or to save electricity 
or bulbs. The 3-position, single 





pole switch operates bulbs at full 
brightness in high position and at 
10 percent brightness in low posi- 
tion. Off is in the center. The 
switch saves about 40 percent the 
cost of bulbs and makes bulbs last 
up to 20 times longer. It replaces 
single pole switches and operates 
bulbs of up to 300 watts. The con- 
trol is packed in a colorful shadow 
box with acetate sleeve. List price 
is $4.98. General Electric Co., 
Dept. HA, 95 Hathaway St., Provi- 
dence 7, R. I. 


Item 17 

Propane torch special 
Benz-O-Matic TX-10 Propane 

Torch Kit will be offered at special 

prices for Hardware Week. The 

kit will cost dealers $4, and will 
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retail for $5.95. Regular dealer 
cost is $4.65, and regular retail is 
$6.95. The kit will come in a point- 
of-purchase display. Offer expires 
May 1. Otto Bernz Co., Inc., Dept. 
HA, Rochester, N. Y. 


Item 18 
Precision rear sight 


This 57SB Rear Receiver Sight 
is for the Savage 99 DL rifle. The 
sight has a jewel-like finish and fea- 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


tures clickstop windage and eleva- 
tion adjustments. Two types of ad- 
justment knobs are available. For 
target use, knobs are knurled for 
finger -tip control. For hunting, 
knobs are coin slotted to prevent 
snagging on underbrush or cloth- 
ing. Retails for $8.50. Lyman Gun 
Sight Corp., Dept. HA, Middlefield, 


Conn. 


Item 19 
Recessed lighting fixture 


The Star Light X-Press recessed 
lighting fixture is installed between 
joists by attaching spiked bar 
hangers to fixture and tapping 
spikes into joists. Calibrated steel 
spring lock adjusts support brack- 
ets from 1% to 1 in. Wiring con- 


nections are easily made in extra 
large outlet box which has a snap- 
lock cover that swings down and 
out of way. Diffusing lens is held 
securely by one-piece frame which 
fits snugly into housing on snap-in 
locks. Thomas Industries, Inc., 
Dept. HA, 207 E. Broadway, Louis- 
ville 2, Ky. 
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Item 20 
Low-pressure spray painter 

No. 60G Hyde Spray Painter is 
a low-pressure spray system for 
home, commercial, or industrial 
use. It fastens to any quart paint 
can, and will spray all types of 
paint finishes including acrylic, la- 
tex, oil, multi-color, sand, stucco, 
and lacquers as well as dyes. 
Sprayer connects to ordinary canis- 


ter or tank-type vacuum cleaners 
or can be used with the Hyde No. 
60B Electric Air Blower. One ad- 
justment regulates amount of paint 
to be sprayed and the spray pat- 
tern. Retails for $12.95. Hyde Mfg. 
Co., Dept. HA, Southbridge, Mass. 


Item 21 
Fold-away nursery items 


Cosco has five space saving juve- 
nile furniture products that fold 
away when not in use. Items in- 
clude a jumper, walker, stroller, 
play pen, and high chair. The fold- 
ing feature is especially attractive 
to apartment families. When the 
items are not in use, they can be 
stored in a clothes closet, utility 
cabinet, or in a linen closet. Hamil- 
ton Cosco, Inc., Dept. HA, Colum- 
bus, Ind. 


Item 22 
Hole saw line expanded 

Star Speedi-cut Hole Saws, fea- 
tured in sizes from %%-in. through 
214-in., have been added to the met- 
al cutting Clemson tool line. Items 


in the line are adaptable to electric 
drills, lathes, and drill presses and 
will penetrate two or more layers 
of wood, metal, plastic or composi- 
tion board. Cutting up to %-in. 
deep, holes made with the 1-in. 
drill can be extended to 1'%-in.; 
with the *-in. drill to 14%4-in.; and 
with the ™%-in. drill to 24%4-in. The 
%g-In. saw features a built-in man- 
drel, while other sizes are inter- 
changeable with mandrels of vari- 
ous makes. All saws have knock- 
out holes. Clemson Bros., Ine., 
Dept. HA, Middletown, N. Y. 


Item 23 
Decorated serving tray 

Here’s a serving tray for bridge 
players which features a concise 
point count summary on bidding 
and play by a leading bridge au- 


thority. It’s gaily decorated with 
colored illustrations. The 16 x 11- 
in. tray is made of heavy metal. 
Retails for $1. Chicago Metallic 
Mfg. Co., Dept. HA, 3711 S. Ash- 
land Ave., Chicago 9, Ill. 





ITEM NUMBER ON FREE POSTCARD, P. 53 


Item 24 
Crab grass control formula 
No-Crab’s new formulation is 
for more effective. pre-emergence 
crab grass control. it has the abil- 
ity to kill crab grass plants that 
have emerged up to one inch above 
the surface. No-Crab permits im- 











mediate reseeding after applica- 
tion. It will not interfere with the 
germination of lawn grasses plant- 
ed after treatment. It’s available 
in dry form for spreader applica- 
tion. A 12% lb bag lists for $10.95 
and will treat 2500 sq ft. Amchem 
Products, Inc., Dept. HA, Ambler, 
Pa. 


Item 25 
Oscillating radiant heater 


This Osci-lectric heater rotates 
180 degrees to spread heat over an 
entire room. A thermostat controls 
amount of heat wanted. Heating 
element is guaranteed for 5 years 
against burn out. The unit is 18 
in. high, 8 in. wide, 7 in. deep. Fin- 


ished in baked enamel. Heater may 
also be used as fixed radiant type. 
Safety switch shuts off current if 
heater is tipped or knocked over. 
The unit weighs 11 lb. Comes three 
to a carton. Electric Heater Div., 
Martin Stamping & Stove Co., 
Dept. HA, Huntsville, Ala. 


Item 26 
Tent with exterior frame 


This Deluxe Umbrella tent has 
a lightweight aluminum exterior 
frame that leaves the entire in- 
terior unobstructed. Frame legs 
and awning extension poles are tel- 
escopic and have a twist-locking de- 
vice for easy adjustment. It also 
features a sewed-in floor, three 
extra large nylon screened windows 
with storm curtains, nylon screened 
insect-proof zipper door and a com- 
bination storm and privacy door 


+ , OV 


with zipper. The tent is available 
in two sizes. H. Wenzel Tent & 
Duck Co., Dept. HA, 2200 S. Han- 
ley Rd., St. Louis, Mo. 


Item 27 
Adjustable wrench displays 


Two SpaSaver displays, the L-8 
and L-8B, display a full line of S-K/ 
Lectrolite adjustable wrenches. The 
L-8 features nickel-chrome plated 
wrenches. The L-8B is a similar 
display featuring wrenches with 
black oxide finish. Each display has 
one or two each of sizes 4-in. through 


wall 





iy 


16-in. The displays can be used on 
or counter. S-K Lectrolite 
Corp., Dept. HA, Defiance, Ohio. 


Item 28 
One-piece cap wall anchor 


The Barrett Mitee Wall Anchor 
has a solid, one-piece cap which 
eliminates splitting apart behind 


the wall. It’s made with a hexag- 
onal head to fit any standard 
open-end wrench or long nose plier. 
The Mitee is available in 1% and 
316-in. sizes, long or short. Bar- 
rett Sales & Mfg. Co., Dept. HA, 
4200 W. Victoria St., Chicago 46, 
Ill. 


Item 29 
Protective aluminum coating 


Shef-Kote aluminum coating has 
a complete range of colors that will 
appeal to home owners and indus- 
trial users. The material is a 
formulation of tinted, polished 
aluminum flakes that form a pro- 
tective coating of metal. It seals 
small crevices, cracks, and seams 
and forms a continuous protective 
film. It may be used on roofs, as- 
bestos shingles, tar paper, corru- 
gated steel, sheet metal, weathered 
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galvanized surfaces, concrete, cin- 
der blocks, stucco, trailer tops, 


garage roofs, and basement walls. 
Sheffield Bronze Paint Corp., Dept. 
Waterloo Rd., Cleve- 


HA, 17814 
land, Ohio. 


Item 30 
Self-propelled rotary mower 


This 22 in. Homko Falcon self- 
propelled rotary mower operates on 
two speeds. It features a Fingertip 
Clutch Lever; when lowered it 


moves the mower forward, and 
when raised stops it. It also has a 
well guarded chain drive and trans- 
mission. The Falcon has a retail 
price of $139.95. Western Tool & 
Stamping Co., Dept. HA, Des 
Moines, Iowa. 


Item 31 
Aluminum camp stove 


The case of Coleman’s camp 
stove is made of corrosion-proof 
.027 guage aluminum. It has red 
wind baffles and fuel tank. Newly 
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designed hinge stops the lid at 
proper upright positions. Other 
features include instant lighting, 
and long-life burners easily regu- 
lated for desired amount of heat. 
Fuel tank has built-in air pump. 
When not in use, stove can be fold- 
ed and carried like a suitcase, the 





fuel tank fitting inside the stove. 
Suggested retail prices, $24.95 for 
the two-burner model; $34.95 for 
the three-burner model. Coleman 
Co., Inc., Dept. HA, Wichita 1, 
Kan. 


Item 32 
Aluminum rolling window 


This aluminum horizontal roll- 
ing window features a sliding pan- 
el that lifts out for easy cleaning. 
Screens and storm windows can 
be inserted into window from out- 























side. The single slide, stock or 
custom size window can be easily 
installed in any prepared opening 
by nailing through the integral fin 
trims. Sager Weatherstrip €& 
Caulking Corp., Dept. HA, 2050 
W. 59th St., Chicago 36, Il. 


Item 33 
2-pe crystal serving set 


Thatcher’s crystal divided serv- 
ing set consists of a partitioned 
relish and nut dish and matching 


plate. 

the set is $1.59. Packaged one 
dozen to the carton. Thatcher Glass 
Mfg. Co., Inc., Dept. HA, Jeanette, 
Pa. 


Item 34 
Crayon-by-number set 


Transogram’s 101 Dalmations, a 
crayon-by-number and stencil set, 
features Lucky Pup action scenes 
and other cartoon chavacters. The 
set includes a generous supply of 
giant and regular size crayons; two 


plastic crayon sharpeners, cut-out 
stencils; outline pictures and full 
color picture. All crayons are safe 
and non-toxic. Box is 934 x 16% 
in. See-Thru windows show large 
and small crayons as well as pic- 
ture cartoon. Transogram Co., 
Dept. HA, 200 Fifth Ave., New 
York 10, N. Y. 


Item 35 
Three measuring utensils 


Three kitchen measuring utensils 
by Foley are packed on attractive 
cards for rack display. The items 
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Any kind of hardware you’re shipping—from nuts 
and bolts on up—gets where it’s going faster on 
Greyhound Package Express. Shipments going hun- 
dreds of miles can arrive the same day they’re sent! 


CALL YOUR LOCAL GREYHOUND 
BUS TERMINAL TODAY...OR MAIL 
THIS CONVENIENT COUPON TO: 


GREYHOUND PACKAGE EXPRESS 
Dept. B10, 140 S. Dearborn St., Chicago 3, Illinois 


Gentlemen: Piease send us complete information on Greyhound 
Package Express service...including rates and routes. We 
understand that our company assumes no cost or obligation. 


NAME__ TITLE 
COMPANY 


Whatever the destination of your shipment, chances 
are, a Greyhound is going there anyway...right to 
the center of town. Greyhound travels over a million 
miles a day! No other public transportation goes to 
so many places—so often. 


You can ship anytime. Your packages go on regular 

Greyhound passenger buses. Greyhound Package 

Express operates twenty-four hours a day...seven 

days a week...including weekends and holidays. 

What’s more, you can send C.O.D., Collect, Prepaid 
..or open a charge account. 


IT’S THERE IN HOURS...AND COSTS YOU LESS! 


Want more facts? Circle 126, p. 








ADDRESS oR 
ZONE___STATE_ 
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include a 6-piece measuring cup set 
consisting of four cups, a coffee 
measure, and a matching hanging 
rack. Items are made of polished 
aluminum with long handles and 
flat bottoms and lips for easy pour- 
ing. Retails for $1.98. A two-cup 
measure marked with cup and 
ounce graduations retails for 59¢. 


It has a long handle that makes it 
useful as a scoop or ladle. A four- 


spoon measuring set includes table- 
spoon, teaspoon, half-teaspoon and 
quarter teaspoon, all mounted on a 
hanging rack. Retails for 59¢. 
Foley Mfg. Co., Dept. HA, 3300 
Fifth St., N. E., Minneapolis, Minn. 





DOOR KNOB JEWELRY by 


Door Knobs and Rosettes Packed 
and Sold Separately 


TULIP 
etejte) .. 
6@, fed -F— 


AND 
SUPER-SIZE 
ROSETTES 


NOW A REALLY PROFITABLE 
WAY for your customers to glam- 
orize their doors .. . The new 405 
Series Knobs, in satin and pol- 
ished brass and polished chrome, 
will replace old, shabby door 
knobs in a minute, and .. . the 
brand new oversize R5 Series — 
Rosettes —a full 3” in diameter— 
designed to cover old paint marks 
and worn out screw holes... 
a ‘‘Natural’’ with every door 
knob sale . 


KEEP YOUR EYES ON TAYLOR LOCK 


TAYLOR LOCK COMPANY, PHILADELPHIA 32, PA. 
MFRS. OF NIGHT LATCHES, PADLOCKS, DOOR KNOBS, KEY BLANKS AND BUILDERS’ HARDWARE SINCE 1922 


Want more facts? Circle 127, p. 53 
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Item 36 
Lightweight aluminum ladder 


This step trestle or A ladder is 
the newest addition to the Craft- 
Master line. The new 1300 Series 
features a wide, safe and comfort- 
able step tread based on the canti- 
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lever principle. Twe men can work 
on the ladder at the same time, one 
on the front and one on the rear 
steps. Carries UL approval. R. D. 
Werner Co., Inc., Dept. HA, Box 
580, Greenville, Pa. 


Item 37 
Blister-packed rubber toys 


This new line of Barr rubber pet 
toys is blister-packed. Items in the 
line include solid and pebble balls, 
hard rubber rings, a large dumb- 
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FUN FOR ALL PETS ALt AGES 


bell, a king-size rat, shaped bones 
and a puppy pipe. All are scented 
and available in a variety of colors. 
The blister-cards are punched for 
wall or rack hanging, and contain 
units of one, two, or three toys. 
Barr Rubber Products Co., Dept. 
HA, Sandusky, Ohio. 


Item 38 
Suburban mailbox posts 


This Bennett-Ireland display of 
decorative mailbox posts is com- 
pact, taking up only a small floor 





space. It shows four different items 
in the Suburbia line. The display is 
344 ft square x 71% ft high, sup- 
ported by a sturdy base. The dis- 
play is all ready for mailboxes to 
be attached to the supports, each 
featuring a different pattern. The 
entire display, topped by an attrac- 
tive sign identifying the products, 
is priced at $24.50. Bennett-Ire- 
land, Inc., Dept. HA, 
N. Y. 


Norwich, 


Item 39 
Riding tractor mower 


The Brookwood riding mower is 
for large scale mowing on estates, 
school grounds, and industrial sites. 
It is available in a 36 in., 3-blade 
rotary model or 30 in. reel model 
with or without two trailing 21 in. 
gang reels. Total cut with gang 
reels is 62 in. The tractor features 
a Kohler 7 hp cast iron, ball bear- 
ing engine. Engine is rear-mounted 


to keep heat, noise, and fumes from 
operator. Brookwood also has vari- 
able speeds, reverse gear and sepa- 
rate blade clutch. Rear wheel drive 
is by roller chain through full dif- 
ferential. A 36 in. snow plow blade 
is available, and drawbar permits 
use of lawn sweeper, lawn roller 
and cart. Goodall Mfg. Corp., Dept. 
HA, Warrensburg, Mo. 


Item 40 
Packaged fishing equipment 
Here a line of fishing equipment 
pre-packed in modern plastic bub- 
bles and polyethylene bags. Smaller 
items as shown in photo are clearly 
visible through a moulded acetate 
bubble on_ pre-priced five-color 
ecards. Larger items such as rods, 
nets, tackle boxes, etc., are pack- 
aged in transparent polyethylene 
bags. Several assortments of 
Sportackle are available in units 
which include free _ perforated 
board or revolving wire rack floor 








.NOW! 


LOW COST 


VENTED CANS 


EXCLUSIVELY FROM EDWARD CAN 


e Fast-selling quality “vented” cans at “‘non- 
vented” prices. 
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Only from 

Edward... 

the amazing 

new patented 

Flip-Cap Vent. Finger action vent 


e Exclusive patented Flip-Cap Vent assures 
fast pouring, smooth, even flow. 


e Attractive new styling provides eye-catching 
sales appeal. 


flips open... snaps shut, can't be lost or misiaid, is GUARANTEED 
LEAK-PROOF and is ICC Approved. Made of rugged, durable plastic 
for lifetime service, Flip-Cap vents are available on almost every can in 
the Edward line. AND, at a cost so low you can sell these fast-pouring 
quality vented cans at practically the same price as non-vented cans. 


There’s an Edward Can for every purse and purpose. 
Write for complete new catalog today. 


Edward CAN COMPANY 


6260 North Northwest Highway, Chicago 21, Ill. 
Want more facts? Circle 128, p. 53 


HARDWARE AGE, February 23, 1961 © 65 





BUYING CHECK LIST 


Want more details? Just circle item number on p. 53 


and counter displays. A popular 
unit, Model 40, is an assortment of 
miscellaneous items which retail 
for $63.24. Dealer cost for the as- 
sortment, with a free display, is 
$28.46. Horrocks-Ibbotson: Co., 
Dept. HA, Utica, N. Y. 


Item 41 
Exterior house paint line 
Hawaiian colors such as Waikiki, 
Polynesian yellow, and Sarong cop- 
per are featured in the new line of 
Wandex Latex house paint. Fea- 
tures include easy, flow-on applica- 
tion, uniform color, and long life. 
Special emphasis is placed on fume, 
mildew and blister resistant quali- 
ties of the line. Applied with 
brush or roller. Line includes non- 
chalking Honolulu white and 12 
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IT WEARS IN...NOT OUT! 


205 GRAPHITE is a dry lubricant that forms a protective, 

low friction film, penetrating even the smallest cracks. It wears in, 
not out, and is impervious to heat, cold or moisture. 

205 GRAPHITE . . . the lubricant with a thousand uses .. . is 
available in case lots of 1 and 5 pound packages, 25 pound 


drums and 50 pound bags. 


Prices and further information on request. 


non-fading colors. John W. Masury 
& Son, Inc., Dept. HA, 1700 Bay- 
ard St., Baltimore 30, Md. 


Item 42 
Canned lawn seed mixtures 


Vigor Paks contain only top 
quality seed. The mixtures are cus- 
tom-blended to meet the require- 


ee + VIGORPAK 
Dae | . 


Jart-Maker 


lert-Mahet 


ment of soil and climate to pro- 
duce fine lawn turf areas where 
they are sold. New package is a 
hermetically sealed can. A new 
trademark will be used on all units 
in the line. Asgrow Seed Co., Dept. 
HA, New Haven, Conn. 


Item 43 
Electrical bug exterminator 


This indoor-outdoor extermina- 
tor electrocutes all flying insects. 
It has a Day-Lite bulb that attracts 
insects. It operates on an economi- 
cal 5 millamperes of current, and 
is safe with children and pets. The 





OPEN STUCK WINDOWS QUICKLY. 
EASILY, WITH THE HOWARD 


WINDO-EASE 


Another Quality 
Howard Tool 


@ Knife edge cuts hardened paint e Sure-Grip handle 
@ Individually carded, 1 Doz. per carton 


THE UNITED STATES GRAPHITE COMPANY 


DIVISION OF THE WICKES CORPORATION « SAGINAW 9, MICHIGAN 
Want more facts? Circle 129, p. 53 
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For further information write to: 


HOWARD HARDWARE PRODUCTS, INC. 
250 ELIZABETH AVENUE e NEWARK 8, NEW JERSEY 


MADE IN U.6.A. 


Want more facts? Circle 130, p. 53 








lantern has a polished brass finish 
and is corrosion proof. It’s 10 in. 
high, 6°34 in. in diameter and 
weighs 4 lb. Retail price is $19.95. 
Tripplite, Dept. HA, 133 N. Jeffer- 
son St., Chicago 6, Ill. 


Item 44 
Plastic beverage blender 


Como Plastics’ beverage blender 


is made of high-density poly-ethyl- 
ene and can be cleaned in boiling 
water. Small vertical ribs around 
the container help prevent slippage. 
The container and lid have no 
seams, cracks, or sharp corners. The 


lid has a built-in capped pouring 
spout and double-lip seal. The 54- 
oz container is available in sandal- 
wood, yellow, or turquoise, with 


white lids. Suggested retail is 79¢. 
Como Plastics, Inc., Dept. HA, 2455 
National Rd., Columbus, Ind. 


Item 45 
Two plastic clotheslines 


Here are two new plastic clothes- 
lines reinforced with Owens-Corn- 
ing Fiberglas yarns. The lines are 
pliable, noncorrosive, and will not 
sag or become distorted with heavy 
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Zinsser shellac finishes for 
a convenience-minded public... 
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SEALER® — primes, 
seals and kills 
stains all in one 
coat, saves hours 
of painting time, 
dries ready for fin- 
ish coat in 45 min- 
utes. 


in-one-day finish 
that gives natural 
or stained wood 
paneling a waxed, 
hand -rubbed look 
— without rubbing 
or waxing. , 
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PRIMER- TRIMLAC®—the all- 
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“BULLS EYE@SPRAY BULLS EYE® 


loads. Model 0500 has up to 200 
lb breaking strength and retails at 
$1.19. Model 0501, with breaking 
strength of 350 lb, retails at $1.49. 
The lines are packaged two 50 ft 
lengths to a _ polyethylene bag. 
Dennis Mitchell Industries, Dept. 
HA, 4424 Paul St., Philadelphia 


24. Pa. 


Item 46 
Color coded light bulbs 


Westinghouse has color coordi- 
nated the packaging of its entire 
line of light bulbs for consumer 
eye appeal and selectivity. The 
new packaging also has a simple 
design, with only the Westinghouse 
trademark and bulb wattage 
printed. Packages will have the 
following color code: red, 100 
watts; blue, 75 watts; orange, 60 
watts; green, 50 watts; brown 40 
watts; purple, 25 watts; cerise, 15 
watts. All of the colors are on a 
background of charcoal gray. Lamp 
Div., Westinghouse Electric Corp.., 
Dept. HA, Bloomfield, N. J. 
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‘BULLS EYE | 
SHELLAC 


Fee Fine Moers 





THE ALL PUBRPOS Biace 


ZiNSSER 
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BULLS EYE® SHEL- 


SHELLAC ~— the all- 
purpose clear 
spray. Use for 
worn floor areas, 
stair treads, arts 
and crafts. Ideal 
for sealing plaster 
patches. 


READY-TO-USE 
SHELLAC—in wide- 
mouth cans. No 
thinning. Full in- 
structions for 
home user on the 
container. 


... AND FOR PROFIT-MINDED DEALERS: sold only through paint and hardware stores. 
Three items fair-traded for your protection. Superior shelf life . . . reduces inventory 
problems. « BACKED by national advertising in AMERICAN HoME, PoPULAR SCIENCE and 


AMERICAN PAINTER AND DECORATOR « 


your consumer trade, *« FULL INSTRUCTIONS on containers . 


FREE ““How-To-Do-It” Folders available for 


. . save your selling time. 


WM. ZINSSER & CO. 


Offices and Factories at 


516 West S9th Street, New York 19, New York 
319 N. Western Avenue, Chicago 12, Iilinois 
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GLOSS® — the all- 
purpose interior 
black gloss. Quick- 
drying, tough, flex- 
ible. Ideal for hard- 
ware, wrought- 
iron furniture, grill 
work, base boards. 


LAC — standard 
weight in easy 
pouring oblong 
can, the first 
choice of crafts- 
men and top pro- 
fessional floor fin- 
ishers. 
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Item 47 
Plastic decorator plaques 


Four styles of P.M.E.’s outdoor 
plastic Home Decorator Plaques 
can be used to compliment every 
home style. The Wrought Iron 
model in black reflects Italian de- 
sign influence. The Colonial model 


features Early American design. 
The Rustic Redwood model is popu- 
lar with ranch home owners. All 
are available in 15-in. lengths, re- 
tail, $1.75; 22-in. lengths, $2.25. 
The Standard model, rectangular, 
single faced, in white or black is 
for wall mounting and boat num- 





Self-Selling 
Clothesline 
Your 
Profit-Line 
For Spring! 
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—plus FREE $1.98 Aluminum 
Container, handsome and gleam- 
ing, it displays and sells your 
clothesline stock; you can sell it 
for added profits! 


and FREE hard-selling, colorful 
display card, sells your market 
right on the spot. One in every 
package! 


Just Unpack It and Let It 
Sell Itself! 


Order your sure-profit stock from 
this flexible assortment: 

SP-25 4 doz. 45’ hanks 

all cotton clothesline 

4 doz. 54’ hanks 

all plastic clothesline 

2 doz. 54’ plastic hanks 
and 2 doz. 45’ cotton 
hanks clothesline 


SP-50 


When new clotheslines dance 
in the spring time breeze, 
make sure they mean sales 
and profits for you! 


Your Distributor is Ready 
Right Now to Take 
Your Order! 


Want more facts? Circle 132, p. 53 
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bering. In 22-in. length, retail 
$1.25. Letters and- numbers in 
same styles to match. P.M. E. Co., 
Dept. HA, Livingston, N. J. 


Item 48 
Floor merchandising display 
This floor merchandising display 
and a bonus supply of Duratite 
Wood Doughs are offered free with 
the purchase of an assortment of 
Wood Doughs, Surfacing Putty, 
Water Putty, and Tub-N-Tile Ce- 











ment. Free merchandise includes 
one-dozen 14-lb cans and two-dozen 
10-oz cans of Duratite Wood 
Doughs. Offer has a retail value 
of $183.60. Dealer cost is $106.98. 
Dap Inc., Dept. HA, Dayton 31, 
Ohio. 


Item 49 
300-grain bullet for Magnum 


Winchester’s 300-grain Power 
Point bullet for the 338 Magnum 
cartridge is made to provide addi- 
tional knockdown impact for large 
game animals. The new bullet, used 
with the Model 70 Alaskan rifle, 
has nine notches on the mouth to 
allow the jacket to peel back for 
maximum energy release. The new 
300-grain Power Point 338 Win- 





chester Magnum cartridges will be 
available in both Super-X and 
Super-Speed brands. Suggested re- 
taii price is $6.30 per box of 20. 
Winchester Western Div., Olin 
Mathieson Chemical Corp., Dept. 
HA, 460 Park Ave., New York 22, 
ae 2 


Item 50 
Transistor-battery fencer 


This transistorized Bull Dozer, 
Model No. 4360, uses a 6-volt bat- 
tery to deliver a shock to keep cat- 
tle from straying. It has a three- 
position switch: fast timing of 
shock for livestock training; nor- 
mal timing of shock, and off posi- 
tion. It also has a light with test 
button showing strength of shock 
on fence wire. A variable control 


of vinyl plastic with a soft iron 
core, making a twist-tying strand 
that is weatherproof and water- 
proof. The Dispens-A-Tie package 
has a cutter blade attached and 
contains 70 ft of the cord in a plas- 
tic bubble. Cord is also available in 
90 and 200 ft packages. Plas-Ties 
Co., Dept. HA, Santa Ana, Calif. 


Turn to p. 70 for a listing of 
new aids to help you sell better. 





BE STUBBORN... INSIST 
ON SUN RAY STEEL WOOL! 


Don’t accept ‘‘just any”’ steel wool, Mr. Dealer. Insist 
on Sun Ray’s high-quality, competitively-priced products 
every time you order! Sun Ray’s new, colorful, job-size 


packs encourage self-service and impulse buying. Cus- 
tomers appreciate the helpful information on every 
package . . . ask for Sun Ray again and again! Retailers 
report 4-time turnover, average 40% profit margin! Sun 
Ray supports your sales efforts with consistent mag- 
azine advertising . . . offers you newspaper mats, 
literature sheets and direct mail aids. Order Sun Ray 
from your jobbér today, or write for free literature to: 
THE WILLIAMS COMPANY, LONDON, OHIO 
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permits operator to adjust shock to 
any degree he wishes. Electro-Line 
Products, Dept. HA, Saukville, Wis. 
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Item 51 
Multi-purpose band clamps 


Wittek Auto Clamps are used for 
fast automotive hose connections, 
securing insulation, and other in- 
dustrial clamping applications. The 
clamps are made of % in. cold- 
rolled steel, plated for corrosion re- 
sistance. Clamps come, with plated 
fillister head screw and nut for 
easy tightening with a screwdriver. 
Wittek Mfg. Co., Dept. HA, 4305 
W. 24th Place, Chicago 23, Ill. 


all a Sl A ON 


TWIN PACK with 16 Layer-Built 
pads divides into two 8-pad pack- 
ages .. . 7 grades, =0000 to “3. 
3-IN-1 PACK holds 6 Layer-Buiilt 
pads .. . two each of fine, medium 
and coarse grades. 


Item 52 
Wire-core plastic cord 


Plas-Ties are handy for tying 
plants, closing plastic bags, and 
other household uses. They’re made 





Want more facts? Circle 133, p. 53 


HARDWARE AGE, February 23, 1961 © 69 





NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted, Circle number, p. 53 for your copy 


ITEM 80—HOUSEWARES CATALOG— 
Lists and describes more than 200 
color-matched Lustro-Ware plastic 
housewares items. The 16-page 
book also contains special promo- 
tion ideas and merchandising aids 
for dealers. Items are illustrated 
in full color. Called the 1961 Cata- 
log & Spring Merchandising Guide. 
Columbus Plastic Products, Inc., 
Dept. HA, 1625 W. Mound St., Co- 
lumbus 23, Oho. 


ITEM 81—PROMOTIONAL ITEMS CAT- 
ALOG—The 1961 Carclo catalog fea- 
tures more than 100 promotional 
sellers including garden supplies, 
housewares, giftwares, and pre- 
mium items. Every item is illus- 
trated and described in detail. Cat- 
alog also serves as a nandy guide 
to a basic garden inventory. Carl- 
sile Mfg. Co., Inc., Dept. HA, 109 
Meeker Ave., Newark 12, N. J. 


ITEM 82 — HANDBOOKS CATALOG— 
This 8-page catalog describes 13 
Deltacraft handbooks for the home 
craftsman. Handbooks described 
cover these subjects: How to get 
the most out of your circular saw 
joiner, abrasive tools, drill press, 
lathe shaper, band and scroll saw, 
and the radial saw. Other hand- 
books covered are “Practical Fin- 
ishing Methods,” “One Evening 
Projects,” and “Things to Make on 
the Tools you Own.” Through the 
catalog, the company offers sub- 
scriptions to the new Rockwell Del- 
tagram and Flying Chips, a maga- 
zine edited for the workshop crafts- 
man. Delta Power Tool Div., Rock- 
well Mfg. Co., Dept. HA, 484 N. 
Lexington Ave., Pittsburgh, Pa. 


ITEM 83—OUTDOOR LIGHTING CATA- 
LoGc—Contains a general cross-sec- 
tion of Stonco’s complete line of 
cast aluminum floodlights and fix- 
tures. Included are illustrations, 
specifications and dimensional 
drawings on new prismatic and 
opal luminaries, decorative outdoor 
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bullets, underwater lighting, incan- 
descent and mercury vapor flood- 
lights and mounting accessories. 
Also included are die-cast alumi- 
num decorative and industrial va- 
por-tight fixtures. Catalog S-61. 
Stonco Electric Products Co., Dept. 
HA, Kenilworth, N. J. 


ITEM 84—TOOL DISPLAYS BULLETIN 
— Descriptive of three new tool 
merchandising displays by Vlchek. 
Shown in the bulletin are the HDR 
500 Super Merchandiser, the HDR 
501 Compact, and the HDR 502 De- 
luxe Merchandiser. Vichek Tool 
Co., Dept. HA, 3001 E. 87th St., 
Cleveland 4, Ohio. 


ITEM 85—-STEEL WOOL USES CARD— 
This steel wool uses card pairs al- 
most 50 applications for steel wool 
with the proper grade for the job. 
The 8% x 11-in. card also contains 
suggested auxiliary cleaning aids 
for special jobs. Williams Co., Dept. 
HA, London, Ohio. 


ITEM 86—TILLING FACTS BOOKLET 
—12-page booklet contains inter- 
esting facts about soil conditioning, 
rotary tilling, etc. Three pages are 
devoted to Gilson tillers with de- 
scriptions and features of the mod- 
els. Gilson Bros. Co., Dept. HA, 
Box 152, Plymouth, Wis. 


ITEM 87—EQUIPMENT CATALOG FOR 
POULTRYMEN—WNational Ideal’s 16- 
page catalog covers the Premier 
line of equipment for the poultry- 
man. Illustrated and described in 
the catalog are such items as poul- 
try houses, automatic feeders, foun- 
tains, nests, egg graders, etc. Many 
of the products shown are new in 
design and concept. Catalog 41-A. 
National Ideal Co., Dept. HA, 2533 
W. Central Ave., Toledo 4, Ohio. 


ITEM 88—CATALOG OF WIRE HARD- 
WARE — Hindley’s 26-page catalog 
contains information on its line of 
wire hardware, cotter pins, and 


plumbing specialties. Each section 
of the catalog is labeled for quick 
location of information. Describes 
the various display cards available 
along with color illustrations and 
listing of products. Hindley Mfg. 
Co., Dept. HA, Cumberland, R. I. 


ITEM 89—KITCHEN HOOD CATALOG 
—This 8-page, four-color catalog 
covers the new line of FashionLine 
kitchen ventilating hoods. Has in- 
formation on sizes, finishes, and 
features of every hood in the line, 
plus accessory items. An illustrated 
index page is included for fast ref- 
erence. Dimensional drawings for 
all hoods are given in a separate 
brochure inserted in the catalog. 
Emerson Electric Co., Dept. HA, 
8100 Florissant St., St. Louis 36, 
Mo. 


ITEM 90—PERFORATED PANEL DIS- 
PLAY ATTACHMENTS CATALOG — 8&- 
page, two-color catalog illustrates 
and explains Vizuclips display at- 
tachments for perforated panels. 
Catalog covers a complete selection 
of Vizuclips for displaying ll 
types of merchandise on either 4 
or %-in. panels. Catalog No. 505. 
L. A. Darling Co., Dept. HA, Bron- 
son, Mich. 


ITEM 91—LIGHTING FIXTURES CATA- 
LOG — Describes and illustrates 
more than 50 newly designed light- 
ing fixtures which harmonize with 
any decor or theme, as well as pop- 
ular models in this budget priced 
category. Also shown in the cata- 
log, in full color, are the budget 
priced recessed fixtures, a variety 
of hall and foyer lights and an as- 
sortment of outdoor fixtures. Cata- 
log No. MM-7. Progress Mfg. Co., 
Dept. HA, Castor & Tulip Ave., 
Philadelphia 34, Pa. 


ITEM 92—RIDING TRACTOR CATALOG 
—Describes the new Beaver models 
750 and 750E riding tractors. The 
fully illustrated catalog includes 
photographs of the tractor in ac- 
tual field operation and pictures of 
the attachment line offered includ- 
ing the Cultmaster rotary tiller, 
triple gang mower, front mounted 
rotary mower, snowplow, etc. Com- 
plete specifications are given. Bea- 
ver Riding Tractor Div., Baird Ma- 
chine Co., Dept. HA, 1700 Strat- 
ford Ave., Stratford, Conn. 





SPEEDY 
DELIVERY 
FROM 
STOCK... 


CARRIAGE BOLTS 
SQNUTS CUT THREAD 


In the market for carriage bolts? We make a full 
line of sizes. Lag and machine bolts also. 
And they’re all top quality. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Sales Bethlehem Stee! Export Corporation 
For strength 


ld 
co. ) BETHLEHEM STEEL 
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accurate cylin 
and car keys 


AUTOMATICALLY : 


PRESS lever, which automatically 
STARTS machine, which automatically 


CUTS Key — machine automatically 
STOPS itself. 


NO FUSS—NO BOTHER 


It's a MONEY-MAKER 
for YOU! 


MAIL COUPON TODAY 


KEIL LOCK CO., INC. 


Charlestown, New Hampshire 


Please send complete information on your 
No. 1 series of Key Duplicating Machines 


Name 





PLEASE PRINT 





Address 


Zone State 








City 
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BUILDERS’ 
HARDWARE 
SPECIALTIES 


DOOR CLOSERS 

with a 5 year guarantee 

CONTINUOUS (PIANO) HINGES 

Full range of sizes in all metals and 

finishes. 

DOOR AND CABINET BUTTS 

All sizes, metals and finishes for 

Every Need. 

SCREEN (FOLDING) HINGES 

For 34”, /e”, 1”, 1¥e” and 1%” wood 
E BOOKCASE STANDARD 

Pilaster Adjustable Type. Write for circulars 

SPRING HINGES 

Single and Double Acting for installation with or without 

Hanging Strips. 

HALF-SURFACE DOOR BUTTS 

Piain, Ball Bearing and Spring 

DOOR STOPS AND HOLDERS 

A Type For Every Purpose 





Write for Catalog on Business Stationery 


S. PARKER HARDWARE MFG. CORP. 


Quality Hardware Since 1900 
27 LUDLOW STREET - Phone WAlker 5-6300 - NEW YORK 2, N. Y. 
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THE BIG NAME 
IN GUN 
CLEANING 


DE LUXE 


NEW 


and 
better 
than ever! . 


GUN CLEANING OUTFITS 
Show ‘EW aud you Sell ‘EM! 


Put Hoppe’s Outfits Right On Your Counter 
Millions of hunters and gun fanciers have proved Hoppe’s Gun 





Cieaning Outfits best! Hoppe’s Outfits contain everything needed 
to keep guns in A-1 condition — famous Hoppe’s No. 9 Solvent, 
Oil, patches, wipers, nylon bristle brush, cleaning rod, instruc- 
tions. All in a beautiful redwood chest (De Luxe: $3.75 retail) 
or in a sturdy green enameled steel carrier (Utility: $3 retail). 
Sells on sight the year 'round. Perfect for gifts. 

i Display them for fast turnover. 


HOP py; ¢ 


UTILITY 


ASK YOUR 
JOBBER FOR 
HOPPE’S 


‘FRANK A. HOPPE, INC. 
2314A N. 8TH STREET * PHILADELPHIA, PA. 
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“BULL’S-EYE” WATER CANS AND COOLERS score as heavy favorites 


with construction and field crews because they (1) keep drinking water cold and sanitary in stifling heat and dust 
(2) stand up to rough treatment (3) give the best value on the market (4) carry the mark that means most 


to customers, “Thermos.”’ Good reasons to stock and sell the complete Bull’s-Eye line of Standard cans and 


coolers (insulated with dead air space) and Heavy Duty coolers (insulated with Fiberglas). Stress these important 


sales appeals: liners NONTOXIC—hot-dip galvanized « sidewalls STRONG—corrugated e lids RIGID—reverse drawn 
e faucets RECESSED and replaceable e liners BOTTOM BRACED with Celotex block (in 

large models). Stock up now for summer selling and SCORE WITH “BULL’S-EYE” BY 1 S. 
THE AMERICAN THERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT, Subsidiary of King-Seeley Thermos Co. 
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caste advertised in Farm Journal 
entral Edition and Successful Farming 


Wood’ ZEPHYR 
S oF . ° 
eicHT Aluminum grain scoops and 


JET . 
trre high carbon steel shovels are part of 


fess i 
las work: Tell your wholesaler, 
“ee | or write for Wood's 
5 AM — drop ship deals. 


b minutes gh? am : 
- \} | The Wood 
{Shovel & Tool/f 
s Company & 


Makers of | 


a7 LP HY R 
ry. 7 WEIGH 


THE ees: YOU KNOW HANDLES BEST 


d's ZEPHYR WEIGHT 


sh your Tele in 9 


hroug 

less time. >: less We ork . 
ance it's bigger: lig shter _m on | 
— 
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WOOD FINISH 


CLEAR BAR TOP 


) 
2) pf or 


saw word to fina coat 


THE COMPLETE SEMI - GLOSS 
INTERIOR WOOD FINISH IN ONE CAN 


ie 


WOOD FINISHING Made faay 


Small investment, quick turnover, high profit 


A great little profit maker. Just set it on the counter and watch 
it SELL... ALL BY ITSELF. Magic-pak is a new counter 
display by Deft, known from coast to coast as America’s #1 
interior wood finish. It is pre-sold month after month and 
year after year in America’s leading magazines... Saturday 
Evening Post, American Weekly, Parade, This Week, Family 
Weekly, The American Home, House Beautiful, Better 
Homes and Gardens, Popular Mechanics, Popular Science, 
and other general and special magazines. Deft is a great 
favorite with do-it-yourself homeowners, school industrial 
art classes, professional painters and maintenance men. 


FINISHING CHART 
FOLD 


ER 


Compels attention... 
Tells complete story. 





Free deft wood finish- 
ing chart folders 


deft-finished wood 
panels with easel 


<< 





. y trouble tree 
from faw wood to fmal 


Owing wih not darken with age 


Y ff nt te sot debt hivisg 


ies 


all for only $ A196 
display aid 34 


dealer profit $23.30 























Full discount... 


Completely trouble-free. Deft wins friends and builds repeat 
business. Put Deft Magic-pak to work for you NOW. 


The Deft Magic-pak is a beautiful rich brown and yellow display 
that holds 2 gallons, 6 quarts, 6 pints, 6 half-pints and 6 aerosol 
Spray cans. Complete with Deft folders and easel display of Deft- 
finished Walnut, Birch and Mahogany panels. 


Order Deft Magic-pak from your distributor, TODAY ! 
DESMOND BROS. P.o. Box 2216, Torrance. California 


Factories: Alliance, Ohio; Torrance, California 


Want more facts? Circle 137, p. 53 
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Ove ASp 


FREE cos 
$395 
0413-01 
SAW TABLE 


BUY SABRE SAW AND GET FREE 
SAW TABLE ATTACHMENT 


$4645 total value 


SAW AND 
$4250 TABLE COMBO 
YOU SAVE $3.95! 


AMERICAN POWER TOOL COMPANY « TOLEDO 3, OHIO 


MAIL TODAY 


rt Ja r. 


MODEL 3-01 


3/8” pri 


regularly $3695 
SPECIAL $%3 “395 


YOU SAVE $3.00! 


FREE... 
CARRYING 
CASE 
list price 


fe Free case 
$88° value for price mS saw alone 


Shag 5Q MODEL 7-05 saw 
4 AND CASE COMBO 


YOU SAVE $13.50! 


STAMP YOUR 
ADDRESS ON COUPON 


mail today for 
complete listing 
of 
SPRING 
SPECIALS 


ERICAN 


VE FR 


OL company 


division of American-Lincoln Corporation 


... IN business since 1903 


Want more facts? Circle 138, p. 53 
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How wholesaler helps dealers 
promote store traffic 


Dealers can reach 100,000 customers during 


a long Spring newspaper promotion at no cost. 


Dealers served by C. Y. Schelly 
& Bro., Inc., are offered an unusual 
promotion opportunity this Spring. 
The promotion will stretch over 
three months. 

The Allentown, Pa., wholesaler 
and manufacturers are sharing 
the cost of the program. Dealers 
are listed in the ads, which cover 
a wide assortment of stable items, 
at no cost whatever. 

Participating dealers do have 
one obligation in return for the 
free advertising: They must stock 
advertised items at the time of 
the ads. 


The various ads will reach 105, 
000 daily readers of the Allentown 
Call-Chronicle newspapers through- 
out the March 16-June 9 period. 

The entire program has a value 
of $4000 to dealers represented in 
every ad. Basic staple items of 13 
contributing manufacturers com- 
prise the merchandise assortments 
to be promoted. 

Other details of this unusual 
plan are seen in the excerpts of 
a letter sent to HARDWARE AGE by 
Stuart Lathrop, Schelly’s ad man- 
ager. 


Some details of Schelly’s Spring promotion given in letter to dealers. 


— 
a 


Although this form of promotion is not new, we began to 
exploit it a little further than most, last year with six 


cooperative manufacturers. 


This year, we have the supporting 


participation of 13 cooperating manufacturers, 


We have taken the hit-or-miss factor out of the program, 
and minimized the possibility of a dealer having his name 
included in an ad for goods he doesn't stock, through the 
use of the forms sampled in the enclosed booklet. 


_ 


Our salesmen's copies of this booklet had all the ads 
in proof form, several sheets containing their dealers’ 
names and an order form for each individual dealer, 


The only requirement for participation on the part of 
any dealer, is having the advertised goods on hand when the 


ad acpears bearing his name, 


The entire cost is borne by 


Schellys' and the manufacturer concerned, 


This is the only program at our dealers disposal, that 
lists his name absolutely free, every day during the 
extensive Spring selling season from March 16 through June 8 
in a newspaper with over 105,000 circulation. 


The testimonial letters in the back of the booklet refer 


to last year’s program, 


Sincerely yours, 
C,. Y. SCHELLY & BRO., INC. 





Watch Your Cash Register 
Ring” 
‘When You 


Here are just a few of many 
Old Pal profit-makers 


NEW! Old Pai Tackle Boxes. Steel or alu- 
minum. One or two trays with adjustable 
steel dividers or plastic inserts. Full opening 
lids have built-in retaining wells for hooks, 
flies, shot, etc. Black, high-impact Styrere 
plastic handles in leaping fish design on 
deluxe steel and aluminum models. Moder- 
ately priced, there’s an Old Pal box for 
every fisherman! 


Metal Minnow 
dD | s A = li 





of one- and two-piece 
models, floating andnon- 24 
floating styles. 8- to 20- (See 
avart copacities. 


Air Feeder Minnow 
Buckets. Sturdy, molded fi- 
ber ‘breathes” air in—keeps 
water fresh and cool. Many 
styles; 4- to 20-quart ca- 
pacities. 


Bait Boxes. A variety of 
styles and shapes in heavy 
gauge steel, aluminum and 
molded fiber. Also plastic 
lure boxes and fishing 
accessories. 


NEW! Old Pal Folding 
{ Seat. Attractive and practi- 
/ cal. Bright- plated steel frame; 
heavy Army duck seat. Holds 
vp to 250 Ibs. Folds to fit 
in pocket! 


Ask your wholesaler for 
the new Old Pal catalog. 


OLD PAL, INC., Subsidiary of 
Animal Trap Company of America 





Lititz, Pa. e Pascagoula, Miss. e Niagara Falls, Ont. 
Want more facts? Circle 139, p. 53 
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Shopper-Stoppers 
To Up Your Profits 


...Anchor Brand Safety Hardware 


A 


Try a colorful display box full of ‘“‘the 
latch that locks itself” on a counter and 
watch it sell itself out. This gravity- 
operated latch appeals for farm, home, 
ranch with its promise of security, easy 
operation. 


Enjoy increased sales, too, by stock- 
ing Anchor Brand’s rugged cattle lead- 
ers, calf weaners and bull staff snaps. 
They have the quality construction that 
is wanted by handlers of livestock. 


Check with your jobber for a complete 
stock of Anchor Brand hardware that 
catches a customer’s eye —to your profit. 


NORTH —— 


Manufacturing Company 


New Britain Connecticut 


New York * Boston * Philadelphia * Atlanta * Jackson (Miss.) 
West Palm Beach (Fla.) © Rochester (N. Y.) © Pittsburgh 
Detroit * Chicago * Minneapolis * St. Lovis * Dallas 
los Angeles * San Francisco * Seattle * Montreal * London 


No. 5319 Cattle 
Leader With 
Hook, cast mal- 
leable iron, 8” 
overall 


No. 52 Cattle 
Leader, cast mal- 
leable iron, 
3” x 5%” 


Calf Weaners 
No. 1 No. 2 No.3 
Small, Medium, rge, 
for calf for yearling for cow 


No. 5334 Bull Staff Snap, 

cast malleable iron, ” long, 
includes 3 feet of chain, 3 screw 
— and one ring for end of 
chain. (Pole is NOT included) 


Want more facts? Circle 140, p. 53 
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More lawn/garden profit 
(Continued from page 43) 


ices that are popular with the trade. 

Free soil testing is a good ex- 
ample. Any customer who is in 
doubt about his garden needs is 
offered the soil test. The same 
test would cost him a minimum of 
$3.50 if the Kansas Agricultural 
College were to make it. Yet this 
small dealer cost factor can lead 
to amazing volume, and that volume 
is based on confidence and goodwill. 


This dealer also lends seed and 
feed spreaders free to customers 
who buy seeds and feeds. Fifteen 
spreaders are set aside for this 
service. 

At season’s end, the spreaders 
are sold at $5 each to lawn main- 
tenance men in the area. 

“Customers who use spreaders 
on loan are our best prospects for 
sales later. After you use one for 
a while, you want one of your own,” 
Mr. Kresin says. 


Group buying plan works 


Still another idea was immedi- 
ately successful at Fairway. It has 
boomed volume in certain products. 

“We conceived the idea of a 
group-buying plan for our cus- 
tomers. That is, we encourage four 
or five or more neighboring families 
to get together on their purchases 
for bulk garden goods such as seeds 
and fertilizers to qualify for a 
discount based on volume. 


“Under this plan, neighbors who 
wish to buy a total of, say, 10 
bags of fertilizer will save 10 per 
cent. This encourages customers to 
figure out their long-term needs 
and buy all of the stock from us. 

“Otherwise, we might sell a man 
one bag. Later on, the same man 
might go to one or more other 
stores when he needs more fertil- 
izer,”” Mr. Kresin says. 

How about promotions in this 
growing outdoor department? 

“We use weekly ads in two 
neighborhood newspapers. Last 
year weekly advertisements were 
augmented with a special mailing 
of postcards announcing our soil 
testing service. Also, we use some 
display ads to pinpoint highly 
seasonal items, quality brands, and 
our wide selections. 

“We seldom mention price in our 
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Nothing anywhere can 
compare with the NEW 


Shettield 





colored aluminum 























shel-Kole 


protective coating 


FOR ROOFS « WALLS « ALL 
EXTERIOR SURFACES 




















It is an entirely new formulation 
that has been tested AND PROVEN 
to be the IDEAL answer to every 
problem of coating any surface, 
exterior or interior with a DURABLE 
and COLORFUL finish! 


MR. DEALER: 

PROVE IT TO YOURSELF. ..write today 
for color cards, and descriptive literature 
and a FREE SAMPLE. See for yourself 
what a great advanceme * this NEW pro- 
tective ccating is — for YOU... and your 
customers! 





its these beautiful colors: 


aluminum «+ leafgreen «+ golden brown 
silver blue . colonial white * rese red 


GEE Ee Ee Be ee é : z 
‘ 5 ~ ‘yy Re ha 7. oe . 7 
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ALL EXTERIOR SURFACES 
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e World famous 
dry cleaner for rugs! 


e Really effective 
cleaning... and 
without wetting! 


e Rated best for home 
use after 1,000 tests 
of 100 products by 
York Research Corp. 
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Glamorene‘ 


Electric Rug Brush 


RENTAL PLAN 


Invest just $39.95 —make up to $120 profit per 
machine per month, up to $1,440 profit per year! 
Your original investment returned in just eight rentals! 


$1592 WORTH OF 
GLAMORENE DRY 
CLEANER FOR RUGS : 


FREE 


Fes iF YOU ACT NOW! 






nad i. heal 
‘oe ewe’? 


Glamorene Rental Plan Introductory Deals* at only 


One case —4 gallons GLAMORENE DRY 
CLEANER (worth $15.92 retail) with every 
GLAMORENE Electric Rug Brush you buy 
($59.95 retail value)! 


D Only *39... rece 
~Unly 


Includes free, Rental display and complete promotion kit! 


Glamorene, Inc., 175 Entin Rd., Clifton, N. J. 
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*WORTH $75.87! Includes 1 Glamorene Electric Rug Brush plus 1 FREE case 
gallon-size Glamorene Dry Cleaner and FREE Rental Plan Display and Promotion 


My regular jobber is: 


Please rush me 
$39.95 per deal. 
i 


Store Name 


Order now! Be ready in time for the spring cleaning rush as well as steady 
business all year ‘round! Glamorene Rentals delight regular customers, bring in 
new ones! Don't delay—get card in the mail today! 
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Steps up traffic! Steps up profit! 


GLAMORENE’ ELECTRIC RUG BRUSH 


RENTAL PLAN 


a ee Oo) a) ee 


with $15.92 worth of Glamorene Dry Cleaner FREE! 


* Ready for you in time for spring cleaning rush! 

* Make up to $120 profit per month, per machine or $1,440 per year ' 
* Complete display and promotion kit starts rentals for you! 

* Satisfies regular customers, brings in new ones! 

* Thousands of rentals make big money for dealers every day' 


SEND NO MONEY! JUST MAIL THIS CARD NOW! 


you ct = 
41592 CASE OF GLAMORENE 


Dry Cleaner with each 
Glamorene Electric Rug Brush you order! 


F 10384 Ptd. in U.S.A. 





$120 PROFIT 


PER MONTH, PER MACHINE, ALL YEAR~-’ROUND! 





Glamorene Electric Rug Brus 
RENTAL PLAN 


READ THESE RAVES FROM ESTABLISHED RENTAL DEALERS! 


e “In addition to home rentals, I've found repeat rentals coming from 
offices, motels, clubs and other commercial places.” 

e ‘The proved acceptance of your Glamorene Dry Cleaner makes rentals a 
snap. The customers recognize the Glamorene name immediately, rent 
quickly.” 

e ‘Like clockwork, our five machines have been averaging over $540 a 
month for us!” 

e ‘Because everyone who rents comes into the store twice (to pick up and 
to return) we're getting extra sales in other departments.” 

¢‘Those forms you supply make my record-keeping easy. There’s no 
paperwork headaches or confusion.” 


Fantastic success! Thousands of money- 
making machines being rented every day! 


Open the way to steady traffic, steady profit all year ‘round! Everywhere 
Glamorene’s fabulous Electric Rug Brush Home Rental Plan gets over- 
whelming acceptance by dealers, by customers. Why not? How else can 
housewives get professional dry cleaning results at so low a price? And 
with your free supply of Glamorene Dry Cleaner in the Introductory Deal, 
it costs practically nothing to become a Glamorene Rental Dealer. Just 
eight rentals—pays all your costs—the rest is pure profit. Don’t miss 
out on the big spring cleaning season just ahead! Mail this post card 
right away! 





This full color display, 
a $7.50 value, yours FREE 
with every order. a 
We recommend : ' 
<” the GLAMORENE GB 
~. Ve ELECTRIC RUG BRUSH hee 
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| ONLY $3 Qy9s5 


ONLY WITH THIS CARD... 


*15°°* WORTH OF GLAMORENE 


DRY CLEANER FOR RUGS 


FREE 


with every GLAMORENE Electric Rug Brush you order! 


Both Worth $75.87 (Case of 4 gallons GLAMORENE Dry Cleaner 
$15.92 retail; GLAMORENE Electric Rug Brush $59.95 retail.) 


goat | 
DAILY RENTAL CHARGE 


PROFIT PER AVERAGE SALE 
—2 GALS. GLAMORENE 
Sue Gee. <> «6 0% 


YOUR PROFIT PER RENTAL 5.18 
WORKING DAYS PER MONTH X 24 
YOUR PROFIT PER MO. PER MACHINE . . $124.32 


(Average figure based on a survey of 10,000 machines now in use.) 


includes free Rental dis 
complete promotion kit! 


$ 2.00 


the deal 
play and 


3.18 

















Today this man became a 


lifetime friend for your store... 


Right now he’s taking it easy after doing the half dozen 
little jobs around the house that his wife accumulated for 
him. One of the jobs was splicing the electric cord of her 
steam iron. He dropped into your store and asked for a roll 
of tape. You suggested EVERCEL #330. He bought it. 

As he spliced the cord, he realized EVERCEL #330 was 
a new kind of tape. It was easier to apply and every layer 
sealed onto the next into a tight, smooth neat splice. He 
felt like a “Pro” . . . quite pleased with himself and appre- 
ciative of your advice. He will come back for other impor- 


tant things he needs because you carry quality ... 
EVERCEL #330 showed him that. 


If you do not as yet stock EVERCEL #330, contact your 
wholesaler or write today for full information about 
EVERCEL #330... the friendmaker for your store. 


You may be interested in some technical facts about EVERCEL. 

Comparison tests prove that EVERCEL, a precision quality prod- 
uct of Japan, has the highest dielectric strength of any similar tape 
available today... and once down, EVERCEL stays put... no crack- 
ing, no peeling, no loss of adhesive quality even at below freezing 
or up to 200 degrees F. Completely waterproof, EVERCEL also has 
an unusually high resistance to acids, alkalies, oils and solvents. 


NICHIMEN CO., INC. 


39 Broadway 756 South Broadway 
New York 6, N. Y. Los Angeles 14, Calif. 


Want more facts? Circle 142, p. 53 
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More lawn/garden profit 
(Continued ) 


promotions. We feel that services 
and benefits are the things our 
merchandising hinges upon. 

“Speaking of services, there’s 
another idea we’ve tried that seems 
to be catching on. We have a work- 
shop, fully equipped, next to the 
outdoor department. 

“This workshop is at the disposal 
of our trade. Any customer may 
use it free to tinker with his power 
mower, oil his hedge trimmers, 
etc.”” Mr. Kresin says. 

Fairway Hardware, without us- 
ing the blue markdown pencil, has 
nearly doubled its lawn and garden 
volume in four years, in the face 
of fierce discounting. 

—End 


Sensible slogan has 
many display uses 

A good sign has many uses. It 
can catch the eyes and imagina- 
tions of hurried shoppers. It, thus, 
will focus attention to key sales 
areas and displays. 


A sign that is used in Peter’s 


An effective slogan for several de- 
partments in your store. 


Hardware, Chula Vista, Calif., falls 
in the category of interesting and 
sensible signs. It carries a slogan: 


“The family that plays together, 
stays together.” 


Whether hung over the sporting 
goods’ section, patio department, 
or hobbies and games displays, 
this sign serves its purpose. It 
makes shoppers slow down and 
think. 





You ean be successful 


in a downtown store 
(Continued from page 44) 


of these couples have as many as 
10 children. 

These are the two groups of cus- 
tomers which Ben Bean Hardware 
discovered, bring the most busi- 
ness: Apartment house dwellers 
frequently on the move; heads of 
large families living in large, older 
houses. 

What has this meant in terms of 
merchandising policies and sales to 
Ben Bean Hardware? 


“Our two best departments are 
paints and housewares,” says Mr. 
Bean. “Occupants of the old houses 
do a lot of painting, and buy some 
housewares. 

“Apartment house dwellers are 
our best customers for housewares. 
When they move from one apart- 
ment to another, many of these 
couples will throw away their old 
housewares and some gift wares 
too, and buy entirely new merchan- 
dise. I couldn’t tell you the psy- 
chology of it, but I know that’s 
what many of them do.” 


Two departments shine 


Basing their merchandising pro- 
gram primarily on paint and house- 
wares departments, Mr. and Mrs. 
Bean have established a profitable 
volume of business. They opened 
the store five years ago. They have 
had a sales increase month-by- 
month, every year, since they 
opened. 


Three years ago they doubled 
floor space when they had the op- 
portunity to acquire the small store 
next door. Sales area now measures 
40 ft across the front and 50 ft 
deep, with a 10 x 40 ft stock room 
at the back. 


Since this expansion, sales have 
increased 50 percent. 


However, paint has doubled in 
sales volume, which the owners at- 
tribute to a new location in the left 
front corner of the store. 


“We moved paint from the rear 
because it was selling well at a 
margin of just under 40 percent. 
While it is not technically an im- 
pulse item, paint does benefit if 
you place it where it will be seen 


another 


FULLER 
TRAFFIC STOPPING 
SALES STARTER 


+101 QUICK-SERVICE 
BASIC TOOL DISPLAY 


One of the fabulous 
Turnover Twins!* 


A complete department .. . 
for all-around profit! Contains 
2 ea. of 2! different tools, | ea. 
of 4 size wrenches. All basic, 
needed tools . . . all individually 
carded and prepriced . . . on 
handy hanging rack. An eye- 
getting assortment for an up- 


Fuller Quality and Reliability. 


Fuller products are made in U.S.A., . : LHe front spot. 
England and other countries, of the 4 ; 

highest quality materials, by skilled 
craftsmen . . . designed for service 


ORDER TODAY! 


. and rigidly inspected to preserve * with #100 Screwdriver Asst. 


Want more facts? Circle 146, p. 53 











° 
«& 14215 Caine Ave. « Cleveland 28, Ohio 
in Conada—Bernard Marks & Co. Ltd., Toronto, and A. J.H. MacDonald Ltd., Vancouver 


Make top profits with sensational new 


Magic WOODBLEND Putty Pencils 
18 popsior eerste 


match all wood i 
finishes. 3 \ anew! 1g 


FREE color folders, national |-— 
advertising, publicity help j,/, 
you sell. 


Want tremendous repeat sales, 
top profits? Sensational new 
Woodblend Putty Pencils, on dis- 
play, sell themselves to wood- 
workers and home craftsmen. 
Everyone that works with wood 
needs a set to fill holes and rem- 
edy surface defects. 12 decorator P7Veeeedaves: 
colors to match any shade. Big : a4 4 | ; rE ag 
ready-made demand created by | aed 
national advertising and publicity. 

Write today for exciting profit 
story on Woodblend, Plastic Alu- FREE Permanent counter display 
minum, Tub ’n Tile Sealer, Magic extra salesman for less than 1 
Wood and 35 other best-sellers. square foot of space. = a-2957a 


Magic Iron Cement Co., inc. 


~ DP. 
. * TA, 








Want more facts? Circle 147, p. 53 
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TURNOVER- 
EXTRA 

PROFITS 
FOR YOU! 


That’s what these UNION items mean 
to alert retailers during 


Hardware Week! 


Super Steel 
MECHANICS TOOL BOX 


THIS IS THE 6119—a big, rugged tool box 
—a full 19” long, built of the best quality 
cold rolled steel for durability and long 
life. Sales prove it to be the most popular 
tool box on the market today. 6319 with 
cantilever tray also available. 


CASH and MULTI-PURPOSE BOXES 


Here are two real “Happy Home Values” 
... the No. 1111 with tray and the No. 
1011 without tray. Either one makes an 
ideal box for valuables; a kit for small 
tools, or power tool accessories; a sewing 
box; a household cash box or a fishing 
tackle box. At our special “Hardware 
Week” prices, they'll sell like hot cakes! 


NOTE: These are standard stock items featured 
at a special price and not stripped down spe- 
cials. Both are subject to a special, liberal dis- 
count for “Hardware Week’’ Promotion. 


ORDER NOW FROM YOUR JOBBER! 


irha HARDWARE WEEK 
~"-¥ __ HAPPY HOME 
VAIVES 
SS LRIONE 
a Pepe 
Want more facts? Circle 149. p. 53 
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You can be successful 


in a downtown store 
(Continued ) 


easily by more customers,” Mr. 
Bean believes. 

“Quite often, a customer will 
come in for some other item and 
notice the paint department as she 
goes past it on the way out. She 
may not buy a can of paint right 
then, but she may come back later 
or take home a color chart. Paints 
now account for one-third of total 
store sales.” 

Mr. Bean removed the paint 
shaker from the stock room to the 
counter of the paint department at 
the front of the department. For- 
merly, he had to spend too much 
time in the back room, he explains. 
One Saturday he had to spend two 
hours back there mixing paint. 

Now, Mr. Bean can mix paint 
and talk to customers, possibly sug- 
gesting paint brushes, sandpaper, 
or other related items. Or he may 
help or greet others who come 
into the store. 


Shaker attracts interest 


The owner has also discovered 
that the paint shaker in operation 
attracts the attention of people 
passing the store. The shaker is 
clearly visible through the front 
window and will often prompt peo- 
ple to stop and look. 

Ben Bean Hardware carries two 
full lines of paints, plus a third 
line of enamels. The owners sell by 
personal service, making sure that 
the customer buys the right kind 
of paint for his purpose. Being 
close to suppliers, the store keeps 
all paint stock on the sales floor. 

Constant experimentation with 
merchandise and methods of dis- 
play is necessary to find the best 
merchandising combination for 
them, the owners believe. 

They never guess what a specific 
item will do until they try it. And 
they change their displays as often 
as they think it’s desirable to stir 
the interest of their customers. 

For giftwares, which he con- 
siders part of housewares, Mr. 
Bean recently built a light wooden 
framework painted green, covered 
with chicken wire and greens, and 
placed it in the right front corner 
of the store. This provided the 


JUU ANL 


FOR EVERY REPLACEMENT NEED 





SWIVEL-LOK GLIDES 


for metal furniture 


NAIL-ON SWIVEL GLIDES 


alll 


for wood furniture 





CHAIR AND TABLE TIPS 


for kitcher and 
outdoor furniture 


TWIN-LEG TIPS 


a , 


for twin-leg tables and chair 





TACK GLIDES 


93 


for wood furniture 


TWIN-TACK GLIDES 


= 


for wood furniture, chests, etc 








TINY TACK GLIDES 


wvbdb 


for drawer rails, as 
thumb tock, efc. 


TACK BUMPERS 


OO 


for chest lids, hompers, etc. 





TINY TIPS 


Od 


for small metal legs 


DOORSTOP BUMPER TIPS 


Oo 


to replace worn out bumpers 





SPIKE CASTER CUPS 


Ake 


for soft-pile rugs and carpets 








REGULAR CASTER CUPS 


for hard surface carpets, 
linoleum and tile floors 








Nothing can compare with this sensa- 
tional new line—in modern styling; 
in beautiful new materials; in new 
processes that end rust and corrosion; 
in new swivel features; in ease of in- 
stalling; in long life; AND IN LOW 
COST. A vast replacement market is 
waiting. Millions of furniture legs 
need ‘“‘SMOOTHIES”: in homes, 
hotels, institutions, restaurants. 








VISUAL-PACKED ON 
FRANKLIN 


DISPLAY CARDS 


=| FOR IMPULSE SALES 














ASK YOUR JOBBER OR WRITE US 





FRANKLIN METAL & RUBBER CO., HATBORO, PA. 
Weat more facts? Circle 150, p. 53 





surer-strons RAZ OR-BACK 


for farmers, home owners, contractors and industries 
who want maximum strength. 13 gauge backbone from 
top of socket to cutting edge. 


ucn wert RAZOR-LITE 


for those who like a light shovel. Light by the scales, 
not just in name, yet it has the same 13 gauge 
backbone as RAZOR-BACK, 


These are the shovels that are selling today 


The only shovels with full-length backbone, 





THE ONLY SHOVELS FULLY Sis a i : 
GUARANTEED IN WRITING giving premium servicear popular price. 


HERE’S WHY: 





PEOPLE ARE BUYING where they get value for their money. With RAZOR-BACK 
Natural clear finished ash handle, not ; 
weakened by chucking to a shoulder. and RAZOR-LITE shovels you give that value. You can sell them for much 


eget Be an Gaqeaen less than any “premium grade” shovels even approaching them in service, 
Strong socket with 13 gauge center 


backbone. | and still make your full profit... Fastest turnover, too. You need stock in 


Correct hang, perfect balance. | only 4 patterns to meet your regular customers’ needs. Prompt delivery 
Blade tapered to 17 gauge at sides, | — 7 © _ a eal Fs . ; 
uhiaieh iiiine amas | from your UNION wholesaler. Order your display stock now. 





13 gauge center backbone all the 


way fo cutting edge, where other | THE UNION FORK & HOE COMPANY 


shovels are thinner and wear out | 
faster. | COLUMBUS 15, OHIO 


Makers of GREEN THUMB Garden Tools @ FLEX*BEAM Farm Forks @ UNION and ATLAS Industrial Tools 
Want more facts? Circle 151, p. 53 
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HAPPY HOME VALUES” 


Vichek Hardware Week Specials 
No. X275 FilzAL PLIERS 


¢ Adjustable jaw opening to 112” CENTS 

| * Drop forged of high quality steel r lar 
Fit * Bright plated finish egu o 

* Precision-milled teeth .. . heat treated price 


Grip ° 94% inches long $1.29 
Turn * Packed 6 in box . . . weight, 3 Ibs. 


No. X2564 
5 piece open end wrench set 
He” to 3” 


SPECIAL HARDWARE WEEK PRICE 


COMPARE THESE FEATURES! 

* Drop forged . . . heat treated reaularly 

* Fits 10 different size nuts $] 20 y 
Ne—' Yn —Pe—Te— Ve Yn— Pa —' Ys — 9%" . 

* Bright plated finish & 


* Precision-milled openings 
* Maximum torque bar design 


* Weight, per set, % Ib. All Vichzk Tools are made in YUE. 


Packed 3 sets to shelf carton by American craftsmen. 


Vichek Tool Co. Cleveland 4, Ohio tig <2 


Want more facts? Circle 152, p. 53 
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New Miracle Lubricant 
with Silicones 


Makes Anything Slide Easier! 
1001 USES! Customers need it all over home, 
workshop, garage, office. For drawers, doors, 
screens, cars, hinges, many more! 2 types—bot- 


tle with applicator 59¢ and spray can $1.29. 
Order Mr. Slick today! 


Pre-Sold to 
OVER 34 
MILLION 
READERS 4 
In Top Magazines 4 





POPULAR 
SCIENCE 


G. N. COUGHLAN CO., WEST ORANGE, N. J. 
Want more facts? Circle 153, p. 53 





| ment is now. 





RUSTPROOF ZINC ALLOY 7% 


E-Z WINGED 
SHOULDER HOOKS 
I-pc. Nickel or 
Brass Finish. 
Carded or bulk: 
5 sizes ('"" to 
7"). 

E-Z CUP HOOKS 
l-pe., 6 

(7," 

Nickel, 

colors. Carded or 
bulk. 


E-Z UTILITY HOOKS 
Self-screw. Bright 
lated nickel or 
rass; carded or 
bulk. 


3** COAT HOOKS 


4 popular finishes. 
25/box, wit 
screws. 


JOBBERS: Write for prices, 


TF 
catalog sheets on GRC's com- - 


Len seeenen oh 


| World’s foremost producer of small die castings 





161 Beechwood Avenue, New Rochelle, WN. Y. 
NEw Rochelle 3-8600 





Want more facts? Circle 154, p. 53 











CUP HOOKS 
COAT HOOKS 
UTILITY HOOKS 








You can be successful 


in a downtown store 
(Continued ) 


setting for the “Gift Shop.” When 
this loses its interest, he says, he 
will change it for something else. 
He built it so it can be easily 
taken apart and stored. 

A similar framework provides 
the setting for the “Garden Shop.” 
This is in the front center part 
of the store between the two street 
entrances. 


This is put up March 1 and stays | 
until early Fall, when the frame- | 


work is taken down and garden 


supplies are displaced by expanded : 


giftwares. 


In 1959, Mr. Bean used a low | 
wall of unmortared brick at the | 


base of the framework to add at- 
mosphere to the Garden Shop. 


| The last year or two, the owners | 
| relocated this department, which | 
| used to be where the paint depart- | 
Sales have increased | 
—End | 


20 percent as a result. 


Candy, cigarettes in 
your store? Why not 


Candy and cigarettes are located 


at the drug store cash register for | 
They have two values: | 
and they | 
They also | 


a reason. 
They bring 
boost 


in traffic, 
impulse sales. 


| show a profit. 


These factors led co-owners C. M. 


and G. R. Canning to test-sell 
| candy and cigarettes at their Slau- 
| son Ave. store, Maywood, Calif., | 
| two years ago. 


The test has worked so well in 


| traffic and profit that the Cannings’ 
_ other two stores have been similar- 
_ ly equipped. 


Candy and smokes bring traffic 


| off the street at a regular pace. 
This means exposure for hardware | 


lines. 


Few customers check out of the | 
| store without plunking down from | 
5¢ to 30¢ for one or the other item. | 


This adds up to a lot of change 
over the course of a day, week, 
and year. 


The Cannings’ total investment 


runs around $1000 in the Slauson 
ave. store. Turnover is fast. 











MEET THE 
CHALLENGE OF 
COMPETITION 


with Liberty’s 
e profit-making 
vouliadeniaalll 


BARGAIN 


OF THE 


IN FEBRUARY 


f be pn na 
2a ie 


A geustieal, profitable 
KITCHEN KIT 


Containing 6 Gay Plastic Utensils 
COVERED BUTTER DISH 
QUART MIXING BOWL 
2 RANGE SIZE SALT AND 

PEPPER SHAKERS 
CLEAR MEASURING CUP 
QUART DECANTER 
ees 
ASK YOUR LOCAL 
LIBERTY DISTRIBUTOR 
ABOUT THE RED HOT PRICE 


This Item — And Every Liberty 
Bargain-of-the-Month is Backed 
by a hard-hitting Display Kit for 
Your Store... 
@ Banners 
@ Pennants 
9 Ad Mats, etc. 


Ask Your Liberty Distributor for Details 


or, write or call 


R. C. VEREEN, Managing Director 
LIBERTY DISTRIBUTORS 
BOX 95, PHILADELPHIA, PA 
Gladstone 5-8300 
Want more facts? Circle 155, p. 53 
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MR. DEALER 


ASK YOUR JOBBER 
ABOUT GIBSON-HOMANS 


, = sx ze | 5 YEAR GUARANTEED 
display- “wtf «o ; 
packed fie : Calking Compound 
to sell in an Glazing Compound 
inten hr a Black Roof Coatings 
Aluminum Roof Coatings 
Colored Aluminum Coatings 


and Other Products 


or write direct 


we THE GIBSON-HOMANS COMPANY 
| 2 - A C * S 2366 WOODHILL ROAD 
| | ) CLEVELAND 6, OHIO 


Want more facts? Circle 157, p. 53 


meee rowvennnmweniasne | [i ellogg | fA 
Super Mat 0's ouates 


with 101 Household Uses | Brushes 
AMERICA’S TOP SELLER - NOW IN 
3 LENGTHS MOST IN DEMAND 


BIG | NEW GIANT | NEw JUMBO NEW Fashion Styled Handles... 
6 C 138 | 12s Smart eye-catching design | 


retail retail 











j 

combined with proven utility Le 
They’re here ss femme Super Mat in ' Ay 
compact new display shippers! Attrac- . om 
tive 12-Packs give you fast turnover NEW Tailor-made Packagi Ww 
from limited floor space... adapt to 4 
island, end, corner, window displays. Gold tags bubblepacks . | 
You carry less inventory and still ? ? 


sell all three most-wanted sizes. Get 


full mark up, too! Order now from 3-color poly bags 
your distributor. 


Odorless .. . wipes clean... trims 


ra aca , MODERN DISPLAYS... NEW ITEMS 
1 seissors: . 
Many, many repeat sale uses: floor ... FULL PROFIT... MAKE THIS 


runners, shelf liners, others! EXCLUSIVE LiNE SELL FOR YOU 
=) ay Dept. HA-2 for samples and literature 
cu ~ 
Order now from . 
GERI your Wholesaler or write 


Kellogg Brush 


division of STUDEBAKER-PACKARD CORP, Kenilworth, N. J. Manufacturing Com pany 


SPRINKLER HOSE: TIDY-cov'R: Tipy-matT| Westfield, Mass. 
Want more facts? Circle 156, p. 53 
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GARDEN HOSE: 














[_NEW Desions IN MARLEX | 


Miodern Ice Cream Freezers 


made with 


An up-to-date version of an old-time favorite, these 
new ice cream freezers depend on MARLEX to make 
them permanently water-tight, virtually unbreaka- 
ble, free from rot and mildew, rustproof .. . in short, 
more attractive products with greater sales appeal. 

Produced by the Richmond Cedar Works Manu- 
facturing Corporation of Richmond, Virginia, these 
new MARLEX tubs are unaffected by freezing tem- 
peratures and salted ice, lighter, more durable with 
very high impact strength . . . and handsomely 
styled for modern living. 

Alert retailers recognize the sales appeal shown 
for the growing number of products using MARLEX, 
including such yard items as lawn mowers, fertilizer 


Look for the MARLEX label! It’s your assurance of durable, high quality, faster selling products. > 


PHILLIPS CHEMICAL COMPANY 


Bartlesville, Oklahoma 


MALEX high dnt plastic ii badd; dures 

ble, colorful, lightweight. It has excellent electrical 
properties . . . superior resistance to heat and cold, 
250°F to —180°F. It is unaffected by most acids, 
chemicals, oils, greases . . . cannot rust, rot or cor- 
rode. In fact, no other type of material serves so 
well for so many diverse applications. 


+ 
fe ss 


a 


*MARLEX is a trademark for Phillips family of olefin polymers 


PHILLIPS 


MARLEX. 


A subsidiary of Phillips Petroleum Company 





ANEW REVERE STAR IS BORN 





» +. Just in time to shine 


NEW Revere Ware 6-cup 
Whistling Tea Kettle 


handsome stainless steel with 
fast-heating copper bottom. 
Great for instant hot drinks. 
Bakelite handle has push-button 
spout control. Suggested Retail 
price... 


$¢ 450 


Catalog 
#1121, 


DURING THE 1961 IRHA HARDWARE WEEK! 


Feature this exciting mew Revere Ware Tea Kettle ence in making the world’s finest cookware. Revere 
throughout IRHA Hardware Week. Feature the entire | Ware, Revere Ware Designers’ Group and Patriot Ware 
profit-tested line of fast-moving Revere cookware the _are all products of Revere Copper and Brass Incorpo- 
whole year ‘round. Revere products are backed by rated, Rome Manufacturing Company Division, Rome, 


intensive national advertising—plus 160 years of experi- | New York. 


NEW 3-QUART STEAMER-INSET for per- : 

fect cooking. No draining, keeps foods hot until PATRIOT , 

serving time, doubles as colander. Sturdy stainless . WARE J 

steel with bakelite handles. Stores snugly in 4 or 5 — 

quart Sauce Pan. Suggested Retail price .. . $5.50 

Catalog #1523. 

Want more facts? Circle 160, p. 
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NEW 4-quart PATRIOT WARE COVERED 
SAUCE POT. Stainless steel, inside and out, 
““heatlined’’ core to spread heat fast and evenly. 
Snug fitting domed cover, bakelite handles and 
knobs. Suggested Retail price . . . $11.95 
Catalog #4424. 

53 








VONEY 
VAKER 


This colorful, easeled Display-card 
is your salesman and stockboy. It 
does the work—creates the impulse 
purchase. You just ring up the sale. 


Lock-<-phone 


i tl lowers phone bills 


preventing anautherized calls 





CTS ALL PHGRts 
POSITIVE SECURITY 
“TEER ACE PROOF! 
for OFFICE, PLanl, SOME 

AVANL ABLE BETED 





Today — install one of these profit 
makers. These $1.00 “security disc 
tumbler” telephone locks sell on 
sight. It’s a high turnover, high 
profit item. Fits all types of tele- 
phone dials. 


Contact your favorite jobber or 


carter industries 


70 McLean Avenue, Yonkers, N.Y. 
Want more facts? Circle 161, p. 53 








Do You Want To- 


© Sell or buy a store 
Represent new accounts 


Hire experienced hardware 
personnel 


Dispose of surplus stock—distress 
inventory—job lot merchandise 


— sales representation for your 
ine 


Get a job in the Hardware field 


THEN— 


Tell it To The Trade 
In The Classified 
Advertising Pages 

Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 


Chestnut & 56th Streets, 
Philadelphia 39, Pa. 











GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N.Y. 











Want more facts? Circle 162, p. 53 
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Dealer-tested cleaners 


convince wary buyers 


Manager Fred Evans of Kellogg 
Hardware Co., Golden, Colo., has 
developed a formula which has 
nearly doubled sales of Spring 
housecleaning supplies. 

Mr. Evans experiments with 
each new item as it is received in 
the store’s inventory, using his 
own home as the laboratory. Each 
new detergent, soap, cleaning 
applicator, sponge, 
or gadget gets a thorough check 
on the Evans’ walls, floors, furni- 


ture, draperies, appliances, or win- | 


dows. 
By the time the Spring cleaning 


season rolls around, and Mr. Evans | 
| builds the window displays, he is | 
thoroughly familiar with the sell- | 
_ing features of every item. | 


Testing lures housewives 


Pointing out that he has per- 


sonally tested every item in the | 


window display, and decided upon 
it on the basis of performance is 


enough to whet the curiosity of | 
| housewives who look forward to | 
Spring cleaning with something | 


' less than enthusiasm. 





| saving. 


Every emphasis is put on labor- | 
Mr. Evans points out to | 
housewives that he built the win- | 


dow display lineup of houseclean- 
ing supplies 
basis. 


ries the sort of weight which will 
make a_ prospective 


The window display offers five 


varieties of liquid cleaners: cheese- 


cloth, sponges, work gloves, three 


_types of wax, three varieties of 
-mops, two brooms, floor wax ap- | 
_ plicators and polishers, all “Evans- | 
| tested.” 


“There is no item in the hard- 


ware store today which is so com- 
'monplace that it has not been im- 
| proved in recent years, 
which customers are likely to over- | 
| look,” Mr. 

By concentrating his sales talks | 
and displays on the items he knows | 
| personally, Mr. 
' able to show a much greater profit 


Evans said. 


Evans has been 


from each of the past five Spring 


housecleaning seasons. 


on this home-test | 
He extends his personal | 
guarantee on each item. This car- | 


customer | 
change from old fashioned cleaning | 
methods to the Evans-suggested | 
| variety. : 





a point | 





SEND FOR 
CATALOG AND 
JOBBER’S NAME 


COMPANY 


STREET 





CITY/STATE —s_| 
Seceeeellceneeertiiianatiionmmaaliemnan 


ONE-PIECE NON- 
PINCH HANDLE 


VISE I 


HARDENED STEEL ; 
JAW INSERTS | 


FEATURES) 


HARDENED STEEL 
CUT-OFF TOOL 








GLEAMING 
RED FINISH 


SWIVEL BASE 


PIPE JAWS 


THAT 





STEEL CHANNEL SLIDE 
PROTECTS SCREW 


BUILD PROFITS 


Well-made, well-finished Simplex 
vises bring you higher profits be- 
cause your customers see value. 
All 5 vises in the line feature 
quality for fast turnover. Attrac- 
tive discount schedule. Get top 
profits by selling the best. 


sos > es 
od 
i $ 


| | Pastetaietiestchovene : 


esmond-Stephan Mtg. Co. 
Urbana, Ohio 
RN ae 
Want more facts? Circle 163, p. 53 
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agood line 
| to handle 


te > xs 
gi me 
aoe = 


Why do so many building supply and hardware dealers tag Griffin as 


*“A Good Line To Handle?” 


Because=Griffin makes a product builders and architects respect; 
Griffin offers a complete line of hinges, straps and tee-hinges, screen, 
builder and industrial hardware; Griffin prices its product 
to offer the distributor a good profit; Griffin service is ex- 
ceptionally quick and dependable. Griffin Manufacturing 
Company, Erie, Pennsylvania. GRIFFIN HINGES 
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Convention 
Calendar 





Convention Check List 


For complete details about the conven- 
tions and shows listed below, see the 
alphabetical listing starting on page 
210, Feb. 9 issue. The next complete 
listing will be in the March 9 issue. 


February 
26 Wm. L. Blumberg Co., Inc., 
Spring Show & Open House, 
Brooklyn, N. Y. 
26-28 West Virginia Hardware Assn., 
Huntington, W. Va. 
27 to New York State Retail Hard- 


Mar. | wore Assn., Syracuse, N. Y. 


Central Jersey Wholesalers, Inc.., 

Dealer Show, Asbury Park, N. J. 

Gates Hardware & Supply Co., 

Dealer Show, Tulsa, Okla. 

7- 9 Alabama Retail Hardware 
Assn., Birmingham, Ala. 

12-17 International Toy & Trade Fair, 
New York. 

13-22 American Toy Fair, New York. 

18-19 Builders’ Hardware & Supply 
Co., Dealers’ Spring Market & 
Open House, Tulsa, Okla. 

26-28 Georgia - Florida Hardware 

Assn. Inc., Jacksonville, Fla. 


un 


Southern Hardware Convention, 
Miami Beach, Fla. 

19-21 National Assn. of Sheet Metal 
Distributors, Spring Meeting, 
Cleveland, Chio. 


23-25 Industrial Supply Convention, 
Atlantic City. 


Cotter & Co., Semi-annual Con- 
vention & Fall Toy & Gift Show, 
Chicago. 

6- 8 Piedmont Hardware Co., An- 
nual Toy Show, Danville, Va. 

11-12 S & M Co., Dealer Show, Min- 
neapolis, Minn. 

18-21 The Lawn Mower Institute, Inc., 
Annual Convention, Asheville. 


N. C. 


For complete details about conventions 
and shows listed above see the Feb. 9 
issue of Hardware Age. 



























NEW Sebbing, Magic FOR YOU WITH THE 


% cS Pe 


Now! Offer your customers true cafe styling at any window with Newell 
matching traverse and cafe rods, the newest idea in window treatments! 
Send coupon below for full details... 


It's Rounded for 

Cafe Styling, yet has 
silken-smooth traverse 
action. Newell Gold-Tone 
Brite Brass permanent 
finish or white. 


os DY-Yote) a-h40) aa a Collate 


TRAVERSE ROD 


Q Perfect Maleh 
a DY-Yole) e-h4e) am 
CAFE ROD 


GET DETAILS NOW ON THE 
DRAPERY HARDWARE 


7-POINT Gee Jock MERCHANDISING PROGRAM 
Date —__. Dept. HA-2 


Please send me information on the “Decorator” Twins and 
on the following: 





z . Newell's “Automatic” Stock Control 
rey 
~ 
by S 
\ 


"] How to display Drapery Hardware 
[] What | need for a complete Drapery Hardware Department 


APPROVED lcanassign [)7-1/2feet [) 10 feet feet 


MERCHANDISING = : 
PROGRAM [) Please have service man call to help me plan my Drapery 


Hardware Department. 


Store Name 





GE EE 





THE NEWELL COMPANIES 
Quality since 1903 
Newell Mfg. Co. Western Newell Mfg. Co. Drapery Hardware Mfg. Co. 
Ogdensburg, N.Y. Freeport, Ill. Monrovia, Calif. 
WAREHOUSES: Your Name 
Atlanta; Cleveland; Dallas; Detroit; North Bergen, N.J.; Seattle; Woonsocket, R.!. eR RENEE ER AN RT SRNR HARE 
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Tevey a4 
PROFITS 
BEGIN with 


RING-A-MOPS 
* FIRST AND ONLY | 
AUTOMATIC 
Sponge Yarn Mop 


Promoted NATIONALLY 


Designed for the ‘. 
MASS MARKET | 


ale L acme Mealelilentelial= PROFIT 


on Every Sale 
Merchandised to sell itself 
Get your display today 


RING-A-MOP 


World’s ONLY 
Automatic 








Retail sales continue to mount at end of year; 
businessmen expect upturn to start next quarter 


Retail store sales continued to 
gain in the closing month of 1960, 
and were higher than a year ago. 
Other key factors continued to re- 
flect reductions in inventories. 
Meanwhile the business commu- 
nity continued to look ahead for 
the expected turn-about in busi- 
ness during or after the second 
quarter of the year. 


Industry 


Most durable goods industries 
report continued decline of fac- 
tory shipments and new orders. 
Increased demand has been prima- 
rily in nondurable goods. 

Steel industry: operating at less 
than 50 percent capacity as of De- 
cember. This is part of a general 
declining trend started at the 96 
percent of capacity level in Janu- 
ary 1960. The 96 percent high 


point was at the end of the steel 
strike, when demand for steel was 
high. 

The automobile industry was do- 
ing something about its over sup- 
ply of cars in dealér hands. In 
January several manufacturers 
shut down for a week. As the table 
shows, factory car sales in Decem- 
ber were off 78,000 from November. 


Retail Trade 


Retail sales of durable goods 
during 1960 were $1 billion less 
than during 1959. Nondurable 
goods sales were up, however, pro- 
ducing an overall increase for re- 
tail sales in 1960 over 1959. 


Hardware store sales, unlike 
most other durable goods cate- 
gories, showed increase in 1960 
over 1959. Hardware store sales in 
December were $16 million higher 


p> Key business indicators at a glance 
These key business indicators give a quick picture of general business 
trends. This information is the latest available. Reference numbers in 
parenthesis after each item tell which is the “latest month.” For 
example: (1) = December; (2) = November. 


LATEST 


















Sponge ig Retail Trade MONTH  AGO™ "AGO 
Yarn ie Hardware store sales (1) .......... ($ million) 305 222 289 
—7 Model Department store sales (1) ........ ($ million) 2,075 1,305 2,056 
Mop | All retail store sales (1) .......... ($ million) 22,434 18,406 21,454 
91S Factory car sales (1) ..............-. (units) 522,700 600,495 475,382 
$3.9 5 Consumer prices, all items (2) ..... (47-49 —100) 127.4 127.3 125.6 
Refills ® Wholesale Trade 
$1 49 Hardware wholesale sales (2) ...... ($ million) 188 200 194 
All wholesale sales (1) ............. ($ billion) 10.8 13.0 11.3 
Guar. Wholesale prices, all items (1) ....(47-49=—100) 119.5 119.6 118.9 
5 ys. 
© Industrial Supplies 
New Order Index (1) ..........6. (1948—100) 176 181 202 
F ® General Barometers ; 
“92 Reg. Sponge ent 
also Y M Total personal income (1) ......... ($ billion) 406.7 409.0 393.9 
| Tain NOP Wages and salaries (1) ............ ($ billion) 271.1 2736 265.0 
$1.95 — et) nT mr ($ billion) 12.9 12.9 12.3 
Industrial production (1).(FRB index-57=100) 103 105 109 
You Need Carry only New construction put in place (1)...($ million) 4,483 4,810 4,075 
ONE TYPE Refill to Residential construction (1) ....... ($ million) 1,702 1,879 1,718 
ee pe Consumer credit outstanding (2) ...($ million) 54,626 54,344 50,503 
it both 91 & 92 Mops Electric power output (2) ....(million kw.-hr) 68,271 69,485 65,275 
i Se BD. osc et Hees «bees be Heeee es 1,311 1,344 1,130 | 
ee x< >. DE, Steel ingot output (1) .......... (% of cap’y) 46 50 96 | 
QUICKIE MANUFACTURING CORP. Steel prices (1)...... (comp mill base-¢ per lb) 6.196 6.196 6.196 


20th & Oxford Streets 
Philadelphia 21, Pa. 


SOURCE OF DATA: U. 8S. Dept. of Commerce, except Industrial Supplies and Machinery 
New Order Index by American Supply & Machinery Mfrs. Assn. Business failures by 
Dun & Bradstreet, Inc. Factory car sales by Automobile Mfrs. Assn. Steel ingot output 
by American Iron & Steel Institute. Steel prices by The Iron Age. 
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than a year ago. The total for 1960 
was $95 million higher than 1959. 

Department store figures for De- 
cember show only a slight increase 
in sales over a year ago, while 
mail-order houses report a Decem- 
ber increase of 15 percent over a 
year ago. 

Inventories of durable goods 
were up $1 billion in December, 
causing price cuts and a drop of 4 
percent in the durable goods price 
index. Consumer prices for all 
items was up slightly. 


Wholesale Trade 

Hardware wholesalers sales in 
November were $6 million less 
than in November 1959. 

Hardest hit in the wholesale 
trade are electrical appliances, 
which have been fighting three 
fronts: increasing inventories 
caused by large retail backlogs; 
increase in imports, and a decline 
in new home construction which 
directly affects sales of big ticket 
items. 

Wholesalers’ durable goods sales 
in 1960 were down $2 billion from 
1959. Nondurable goods sales were 
up by about the same amount, 
keeping the overall wholesale price 
index steady. 


Construction 


New construction put in place in 
December increased more than 
$400 million over a year ago, bring- 
ing the 1960 total near the record 
1959 total. Largest increases were 
in government building and high- 
way construction. 

Private residential construction 
was down $2.4 billion in 1960, and 
continued a 10-month downward 
trend in December. 


Income 


Personal income in December 
decreased for the first time in 1960. 
Yet the annual rate was $12.8 bil- 
lion higher than at the end of 1959. 


Farm income continued to rise 
in December, and was $600 million 
higher than a year ago. 

Despite the dip in buying power, 
consumers continue to stimulate 
business through credit and instal- 
ment buying. Consumer credit out- 
standing during December was 
nearly $4 billion higher than a 
year ago. 
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‘little things” add much to every home 


A “REFRESHER” 
on BUILDING BIG 
on “little things” 


When you drink that next “Coke’’, re- 
fresh your thinking—about the impor- 
tance of “little things” that add up to 
BIG business! 


In your business too, it’s the little 
things that count ... that add to 
volume sales and big PROFITS. 


YES—the nuts, the bolts, the screws 
... and those “little things” that 
WESSEL makes so well—so inexpen- 
sively. WESSEL sash fasteners, mirror 
holders, door stops, coat and hat hooks 
—more than SEVENTY varieties for 
a variety of every day uses. 


Little specialties; big in quality, big in 
markup, big in SALES because they’re 
attractively carded or “POLY-pak’t” 
for easy, self-service impulse buying 
right from bins or pegboards. 


Ask your jobber’s salesman to show 
you the WESSEL line—made by spe- 
cialists in specialties, and buy the 
WESSEL +8801 assortment—you get 
the salesmaking revolving display pic- 
tured FREE 


WESSEL HARDWARE CORPORATION 
919-931 N. Sth St., Philadelphia 23, Pa. 
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#810 2 COAT & HAT. 
HOOKS carded 











#8801 REVOLVING 
DISPLAY STAND given 
FREE with +8801 
assortment 








in Canada: Geo. S. Hall Co., 25 Grenville St., Torente 1 


Export: Hall & Reis, 


HAE-WHC/1A61 


165 Broadway, New York 6 





One Clerk. ..10,000 Items 
Her Speed?... 


10 POSTINGS 
PER MINUTE 


RSS 


SS Woes es — Ss 


" ‘ KS ISS EAITNL 
na Ta 


Ses seen SS 


nee aon? 


SNS ao aanee : 


V4 Jodie oer munule 


ViSIrecord’s split-second record location makes it the world’s 
fastest record-keeping system. The speed and convenience 
of ViSirecord means savings up and down the line — less 
manpower needed, less space required, less operator fa- 
tigue, greater accuracy. 


ViSirecord speed in machine posted or automated systems 
actually kills idle machine time. And, ViSirecord works 
equally well in accounts receivable, purchase order follow- 
up, maintenance control and any of a hundred other ap- 
plications in large or small organizations, where records 
must be kept and used quickly and accurately. 


Your ViSirecord man will be happy to show you how you 
can apply speed to your record-keeping the ViSIrecord way. 
Meanwhile, write for case histories and other data. 


ViSirecord, inc. 


375 PARK AVENUE, 


NEW YORK 22, N. Y. 


Systems Specialists in Principal Cities 
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| will feature Robert 


gram. Dealer ads, 








Promotions 


Manufacturers’ New 
Merchandising Plans 











Vertagreen plant foods 
gets spring promotion 


Armour Agricultural Chemical 
Co., Atlanta, Ga., has begun a con- 
sumer advertising campaign 
around the theme “Put Spring in 
Your Lawn With Vertagreen.”’ 


A series of ads featuring action 
photos of a little boy handspring- 
ing on a lawn and leap-frogging 
over a Vertagreen bag will be used 
in magazines, newspapers, and on 
SY 

Three full-color ads will be car- 
ried in Look and Saturday Evening 
Post. TV and radio spots will also 


| be used. 


| Seaboard ads to feature 
|TV star Robert Young 


Seaboard Seed Co., Philadelphia, 
Young, TV 
in its 1961 promotion pro- 
mailers, store 
displays and radio and TV mate- 
rial will have Mr. Young’s photo 
and will be based on the theme 
“Father Knows Best.” 


star, 


Mirro allowance for 
dealers, wholesalers 


A promotional allowance for 
dealers and wholesalers covering 
top-of-stove utensils, pantryware, 
and bakeware is being offered by 
Mirro Aluminum Co., Manitowac, 
Wis. 

Full-line Mirro franchise whole- 
salers will receive a 2 per cent 
promotional allowance throughout 
1961. Direct retail accounts will 
receive a 3 per cent allowance 
during the same period. 


Penco's program helps 
dealers sell lockers 


Penco Div., Alan Wood Steel Co., 
Oaks, Pa., has a program to help 
dealers sell steel lockers. The plan 





Jno. C. Murphy Paint Store, Longview, Texas. PPG products installed: PITTCO Deluxe Store Front Metal; 


SPECTRIM Colored PITTCO Metal Mouldings, TUBELITE Doors and Frames, SOLEX® Plate Glass. 


PPG Open-Vision Front welcomes customers 
to Texas paint store 


Friendly welcomes are a tradition in Texas. Customers are invited 
inside the Jno. C. Murphy Paint Store in Longview in friendly Texas 
fashion by a handsome Open-Vision Store Front by Pittsburgh Plate 
Glass. Mr. Murphy’s store has a clean, modern look that is the sign of a 
progressive business—the kind customers like to deal with. 

The Murphy store is in a new building, but there are PPG Open- 
Vision Fronts for remodeled buildings. If you intend to remodel, the 
cost of your new front can soon be offset by increased business. We have 
testimonials from firms all over the country, telling us their business 
increased after they installed a PPG Open-Vision Front. For more 
information, send for our free booklet or contact your Pittsburgh Plate 
Glass branch or distributor. There’s one near you. 


Pittsburgh Plate Glass has the complete package to give your paint store the 
Open-Vision Look: Pittsburgh Polished Plate Glass; a complete line of beautifully 
finished PITTCO® Store Front Metal; TUBELITE® aluminum framed doors with glass 
panels; HERCULITE® Tempered Plate Glass Doors and WEST Tension Polished 
Plate Glass Doors, both with aluminum, bronze or stainless steel frames; PITTCO- 
MATIC® Automatic Push-pull or Mat-operated Door Openers. 


*Pittsburgh Plate Glass Company 


Paints « Glass « Chemicals + Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 


G 





vrs. ee eee ee ee eS He mm 
Pittsburgh Plate Glass Company 

Room 1118, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pennsylvania 


Please send a free STORE FRONT booklet to: 


Name 





Address 





City 





State. 





Store 
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RMICK p 


—— SSKLEINe:: & Sons 


In this new catalog 


any plier your customers want 











Here is a catalog with 24 pages filled with pliers of every 
description—side cutters, oblique cutters, long nose cut- 
ters, shear cutters, end cutters—a style, size and type for 
every conceivable job. Included are the new Klein midget 
patterns, hardly longer than a package of cigarettes— 
ideal for electronic work or model making. A copy of this 
catalog should be in the hands of every hardware store. 


WRITE TODAY 
Catalog 103-A, listing and describing scores of Klein 
Pliers, will be sent on request. 


Foreign Distributor: International Standard 
Electric Corp., New York 


oom KLEIN 


Tt McCORMICK ROAD + CHICAGO 45, ILLINOIS 


"Since 1857" 
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keeps dealers’ paperwork to a mini- 
mum and inventory control is sim- 
plified. 

Dealers can choose either a min- 
imum interchangeable stock prv- 
gram or one-week factory delivery 
service. With either option 112 
combinations of locker styles are 
available. 

The lockers are pre-packed in 
two cartons which contain all nec- 
essary parts for either one or 
three-unit lockers. One package 
holds all body parts, the other 
contains doors, frames and op- 
tional 6 in. legs. Dealers order by 
catalog number and the pre-pack- 
aged lockers are shipped immedi- 
ately. 


25-year guarantee given 
a new Universal line 


Landers, Frary & Clark, New 
Britain, Conn., will give a 25-year 
guarantee with its new line of 
Universal electrical housewares. 
Products in the regular line will 
carry a seven year guarantee as 
part of a new marketing program. 

The program will emphasize 
three major points: a_ stronger 
emphasis on the name Universal; 
new product design; new merchan- 
dising sales approach. 


Ajax gives cash refund 
for displays traded-in 

Ajax Hardware Corp., City of 
Industry, Calif., has a program to 
help keep hardware and building 
supply dealers up to date on point- 
of-purchase displays. 

Dealers are being offered a 
trade-in plan, in which old displays 
may be returned for a cash refund. 
Transactions will be handled by 
Ajax field representatives. 


Superior Rubber offers 
Baker's Dozen mat deal 


Superior Rubber Products Co., 
Philadelphia, is offering a Baker’s 
Dozen deal on its Deluxe Welcomat, 
Model No. YW21. The mats have a 
list price of 98¢ each, and are 
packed 18 to a carton. The offer 
includes one free case of mats with 
each order of 17 cartons. 





money fuss 
doesn’t grow @@ 


on trees? ag It does 


W 
| 








WEAR-EVER ALUMINUM, INC., NEW KENSINGTON, PA. 


on 


ear-ever's 


new pan-tree 


Think of all the impulse sales you’ll attract 
when you plant this eye-catcher in a good 
traffic spot. 

Wear-Ever’s Pan-Tree is yours free when 
you make a minimum purchase of Wear-Ever 
top sellers. It’s packed right in the shipping 
carton. Pans are prepriced at popular, odd- 
penny prices, $1.39, $1.69, etc. Prepacked in 
factory-fresh polyethylene bags. 


CALL YOUR WEAR-EVER REPRESENTATIVE 
OR WRITE WEAR-EVER ALUMINUM, INC., 
NEW KENSINGTON, PA. 


Housewares Division, Dept. HA-2 
Wear-Ever Aluminum, Inc. 
New Kensington, Pa. 


Please send me full details on the Wear- 
Ever Pan-Tree. 





Company 
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Bridge Set Value of the Year! 


Feature the 


DURHAM 
34/902 


and Open Up New Sales. 


Don’t let the price tag on this promotional bridge set 
fool you! It’s priced low for fast turnover... but 
reflects traditional DURHAM quality in every detail. 

No wonder this sales-tested 34/902 is acclaimed as 
the finest bridge set priced for volume sales. Its deluxe 
30” square table has deep-ribbed frame, removable top 
and tapered: legs with automatic locks. The tubular 
chairs are comfortable, sturdy . . . with ladder-back 
styling and roomy, upholstered seats. Easy to open and 
fold. And how your trade will go for the selected new 
color and fabric combinations! Table and chairs are 


packed in one Write, wire or phone today for full details—start 
carton, perfect 


' cashing in on this terrific bridge furniture value! 
for handling * 


and storage. , TS urh a rn©n?r 


THE FINEST METAL FURNITURE 
DURHAM MANUFACTURING CORPGRATION « MUNCIE, INDIANA 
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Now, your profit line of quality garden tools can be Ames 
all the way! And, remember, with Ames, orders are 
shipped from one plant, all at one time. 


Garden Tools + Shovels * Casual Furniture * Metal Housewares 


O. AMES CO. PARKERSBURG, WEST VIRGINIA 
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Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Van Camp's circular has 
family-wide appeal 


Van Camp Hardware & Iron Co., 
wholesaler in Indianapolis, is offer- 
ing its dealers a Spring-O-Rama 
consumer mailer with items that 
appeal to all members of the fam- 


ily. The mailer includes seven cou- 
pon specials and features 92 items 
of merchandise. 

The 8-page tabloid mailer con- 
tains merchandise priced to allow 
an adequate margin of profit for 
dealers, and to present an attrac- 
tive price to the consumer. 

A window and trim kit is pro- 
vided for complete point-of-sale dis- 
play. Special sales stickers, rain 
checks and newspaper ad mats are 
also furnished. 


Allied offers 16-page 
Home & Garden guidebook 


Wholesale members of Allied 
Hardware Services, Inc., Chicago, 
have a 16-page Home & Garden 
guidebook. 

The book features lawn and gar- 
den goods, sporting goods and out- 


door living supplies. Many items 
are specially priced to give dealers 
an opportunity to sell a complete 
assortment of spring merchandise. 

An in-store trim kit is also of- 





New Wholesalers’ Aids 
(Continued) 





fered, and includes material that 
ties in with the theme of the book. 

Allied is also offering a 4-page 
broadside mailer, Carnival of 
Values. It features 51 fast selling 
items and contains four coupons. A 
store and window trim kit to tie in 
with the broadside is also available. 


Tryon mailer features 
bargain priced items 

An eight-page consumer mailer 
for a February “Adjusting Inven- 
tory” sale is offered dealers by 
E. K. Tryon Co., Philadelphia 
wholesaler. 

Nearly 100 items at special prices 
cover a wide range of tools and 





NEW, LOW PRICES 
KLAMPON 


Re-usable Menders & Couplings for Plastic or Rubber Hose 








PATENT NO. 2,725,246 


Revolutionary, new KLAMPONS are now in the same 


price range as old-fashioned menders and couplings 


@ KLAMPON MENDER-COUPLINGS mend plastic or rubber hose instantly, 


or couple two pieces of plain-end hose. Just insert hose ends and press 
the lever down. 


KLAMPON FEMALE COUPLINGS replace worn, bent female couplings. 
KLAMPON MALE COUPLINGS replace bent, leaky male couplings. 


Made in the popular hose sizes—7/16, 1/2 and 5/8”, and individually 
visual-packed for self-service. 


Made of solid, rust-resistant metal, with tempered steel spring. 
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housewares. Eleven coupon items 
aré sprinkled throughout the 
mailer. 

The tabloid is backed by a store 
trim kit of more than 100 pieces. 


Allied Western offers 
5th Gadgetfare mailer 


Allied Western Distributors, San 
Francisco, is now offering dealers a 
fifth semi-annual Gadgetfare tab- 
loid. 

The four-color, four-page mailer 
contains 85 items. Most of them 
have prices ending in double dig- 




















sells fast for safety, Protection | | 


"“STANDARD”’ #220-BB LOCK 








**STANDARD"’ 


mo. 
C iotelaall 





fastens windows * 
for sate 
ventilation 





“STANDARD” #220-BB Safety 
Window Lock automatically locks 
double hung windows in any partially 
opened or closed position . . . allows 
ventilation without risk of windows 
being forced wider from the outside. 
At the same time, it prevents small 
children from opening windows beyond 
safe limits. 

Locking of the #220-BB is equally 
automatic and effective in closed posi- 
tion. Open or closed, it stops annoying 
rattles from wind and vibration. Easily 
installed in seconds with screw driver 
or coin. 

Mounted on attractive card, it per- 
mits close visual and manual inspection 

. sells fast wherever displayed. 


A-3952A 


ee SHELBY METAL PRODUCTS COMPANY 
vere sper SHELBY, OHIO 


ee Originators of carded hardware complete with screws 
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: New Wholesalers’ Aids 
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(Continued ) 


Every my of ‘ ) ae its, such as 88¢, $1.88, etc. A free 


mystery gift coupon and premium 


. | As od gift coupon are also included as 
Campbell Chain * = traffic builders. : 


Allied Western dealers are also 


“a » . & i 7 offered a promotional kit, including 
tells me what ; LY Fs : counter cards, banners, pennants 
| want to b 


and prize tickets. 
know! ee fi ie | Cotter circular aimed 
” ey a at February volume 

Value & Service Days is the 
theme of the consumer mailer is- 
sued by Cotter & Co., dealer-owned 
wholesaler at Chicago, to build Feb- 
ruary sales for dealers. 

The circular is dated for a 10-day 
sales event by dealers to start the 


if eg étiéee# 0.6.6.4 Oe, 


er « om ne erbeat~ doe tons: 
», waTER Feiss 


3.48. 


CAMPBELL marks every link to show the grade or 
the manufacturer .. . it’s ““HALLMARK’’e CHAIN! 


JAMIAR : 





Yes, only CAMPBELL identifies all the popular 
welded chain grades with embossed letters on 
every link! . i SCRE ESSE 


The grade mark (see below) appears on alternate links a day they issue the mailer. The first 


... your permanent grade identification. page features a coupon item to 
ic : f: | build store traffic. Distribution is 
The Campbell ‘'C”’ is permanently in relief on every A expected to reach 1,300,000 copies. 


other link . . . your manufacturer identification. 














AND ... another bonus! CAMPBELL CHAIN is easy to 
measure. It’s ‘‘Measure-Mark’” Chain color coded Consumer spending power 


exactly every five feet (see below). vie RY | dips 1% during December 


| ae Consumer spending power dipped 


| “ MEASURE- " bout 1 per ce ri 
GRADE GRADE MARK none emg | a per cent during December 





as the personal income level fell. 

PROOF COIL CHAIN P GREEN | Personal income during December 

BBB CHAIN B RED was at an annual rate of $406.7 

HIGH TEST STEEL CHAIN H BLUE ive Fy billion, reports the Dept. of Com- 
A 
































CAM-ALLOY CHAIN ORANGE ", . merce. That’s $2.3 billion less than 
if > | during November. 


| However, the December rate was 


| 


| $12.6 billion higher than during De- 
< Want more facts? Circle 175, p. 53 


CAMPBELL CHAIN QConsany & 


or Nd SS FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 5 


CHAIN WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 4 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif, \ 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS : \5 
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This ONE bit 
bores both holes 
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CONN. VALLEY 
F-X-P-A-N-S-I-V-E BITS 


Showing sizes of holes bored by #1 Bit, which 
comes with two cutters with a range of 7s” to 
3” diam. For #2 Bit the two cutters bore from 
4” to 144”. Extra cutters available to 6” diam. 
Bits in visual boxes for open counter selling. 
The Connecticut Valley Mfg. Co. 
Centerbrook 7, Connecticut 


Want more facts? Circle 176, p. 53 





How to survive and make 
money in hardware is subject 
of HA's Store Managers’ 
Guide. Gives useful figures 
on store sales, bankruptcy 
rates, etc. Send 25¢ for a 
copy to Reader Service Dept. 
Start a profitable Rental Busi- 
ness. 12 p. reprint tells what 
to rent, how to set charges, 
customer agreements, book- 
keeping forms, and other 
information. Send 25¢ to 
Reader Service Dept. for 
your copy. 


HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39 


cember 





1959. The drop from No- 
vember’s rate was due primarily to 
a reduction in manufacturing pay- 
rolls. 

Overall, the year 1960 establish- 
ed a new record in personal income, 
reaching an annual rate of $404.2 
billion. The 1960 figure is 5.5 per 
cent higher than the $383.3 billion 
rate for 1959. 


Manufacturers expand, 
move to new facilities 


Deming Co., Salem, Ohio, opened 
a plant in Rogers, Ark., to manufac- 
ture commercial pumps. 

Diamond Expansion Bolt Co., 
Garwood, N. J., is opening a branch 
warehouse in Richmond, Va., as 
part of a program to _ provide 
prompt service to distributors. 

Panzer Products, Inc., Waynes- 
boro, Va., has set up a 22-acre 
proving ground area adjacent to its 
plant to test tractors and acces- 
sories. 

Simonds Saw & Steel Co., Fitch- 
burg, Mass., has begun operation of 
its latest branch plant in Los An- 
geles. The plant will service the 
southwest. 


Letters 
(Continued from page 47) 





In the Jan. 12 issue, I got to p. 
92 and, believe me, I’m delighted 
to know about snoddering ma- 
chines. I’ve had the same experi- 
ence so many times. And so very 
many times the salesman just 
never quite had time to call. 

I’ve also asked salesmen for 
prices at wholesaler shows and 
have been told they didn’t know 
the price. I had a few words with 
a wholesaler sales manager on this 
subject. 

I realize how easy it is to point 
a finger and how hard it is to cor- 
rect many things. I do believe 
that if all parts of our distribution 
system work, we'll all survive and 
prosper. 

Yours truly, 
Tom Bowie 
T. S. Bowie & Sons 
Winfield, III. 





NEW SANDING 
WOOD SEALER 


SANDS WITHIN 


Ce HOUR HOURS) 


yay 


SEALER 








Early sanding and recoat- 

ability—that’s the big 

advantage for your cus- 
tomers when you profit by selling them 
Indo Wood Sealer! 

Made of top quality ingredients, this 
new Indo product brushes or rolls on 
easily, dries quickly. It produces a clear 
tough finish that sands easily, seals 
completely—does not have irritating 
lacquer type odors. Indo guaranteed. 

See your local distributor. Write for 
complete information. 


*Under normal conditions. 


DRIES IN 45 MINUTES” 


Your customers will 
come back again and 
again for Incolac, the 
outstanding all-surface 
primer and sealer. 
This fast drying, high 
hiding formula produces SEALER 
a perfect priming sur- 
face for a final coat of 
enamel or paint. 
And for sealing bleeding stains, plaster hot 
spots, paints or sap streaks, Incolac has no equal. 
Ask your local distributor for Incolac—in 5’s, 
gallons and quarts. It carries the Indo guarantee. 


SOUTHERN SHELLAC MFG. CO. 


Division of Plough, Inc. Memphis 1, Tennessee 








Want more facts? Circle 177, p. 53 
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News About Dealers: St. Petersburg Store 





Opens; Thorson of Armstrong, lowa, Retires 


St. Petersburg, Fla. — 
H. A. Stroup, former pro- 
prietor of Johns Pass Hard- 
ware, has opened the new 
MADEIRA HARDWARE STORE 
at 14975 Gulf Blvd. Modern 
fixtures are a feature of the 
store which was designed 
and laid out by a _ store 
engineer. 


Armstrong, Iowa — John 
Thorson, owner of CORNER 
HARDWARE STORE, has _ re- 
tired after operating the 
store for 36 years. Arnold 
Burkhead has purchased the 
store from Mr. Thorson. Mr. 
Burkhead has been with 
Corner Hardware for 15 


years. Mr. Thorson and 
Frank J. Steiner purchased 
the store in 1925 and func- 
tioned as a partnership un- 
til Mr. Steiner retired in 
1957. 


Peoria, Iil.—Charles Dailey 
of Wyoming has purchased 
the hardware and feed sup- 
ply business of Mrs. Clar- 
ence Bohm. The business was 
established 11 years ago by 
her late husband. 


Sedalia, Mo.—Morris Eak- 
ins and Jim Campbell re- 
cently held a grand opening 
of their Midwest Auto 


(Continued on page 108) 





Plumb Names Groves 
Sales Vice-President 


Hubert Groves has been 
elected vice-president of sales 
for Fayette R. Plumb, Inc., 
Philadelphia. 

For the past year he has 
been general sales manager 
of Plumb and its subsidiary 
firms, Delta File Works, Inc., 


HUBERT GROVES 


and Graham File & Tool 
Corp. 

Mr. Groves, who joined 
Plumb 19 years ago, has also 
been elected to the board of 
Delta File Works. Mr. 
Groves’ first post with 
Plumb was as Southwest dis- 
trict manager. 


a 
S. A. BUNIS 


Goulds Pumps Names 
Bunis Sales Manager 


Goulds Pumps, Inc., Sen- 
eca Falls, N. Y., has pro- 
moted S. A. Bunis to sales 
manager. He has been as- 
sistant sales manager for 
four years. 


Mr. Bunis, who has been 
with Goulds for 23 years, 
was a representative in New 
England and Middle Atlantic 
areas before being transfer- 
red to the home office in 
1953. He is currently chair- 
man of the marketing com- 
mittee of the Nat’l Assn. of 
Domestic & Farm Pump 
Mfrs. 
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Coast-To-Coast Reports 
Record Sales for 1960 


Dealers in the Coast-To- 
Coast organization reported 
more than $66 million in 
sales at retail for 1960, a 
record for the 900 stores 
affiliated with Coast-To- 
Coast Central Organization, 
Minneapolis. 

This report of sales was 
made by Arthur C. Melamed, 
president, during the 31st 
Annual Convention at the 
Pick-Nicollet Hotel in Min- 
neapolis. 

Mr. Melamed also an- 
nounced plans for a new 
“Department of the Month” 
program for affiliated stores 
in 1961. Each of 11 depart- 
ments will feature merchan- 
dise values and savings for 
one month. 

Coast-To-Coast Stores 
Central Organization, spon- 


sor of the convention, serv- 
ices more than 900 inde- 
pendently-owned and fran- 
chised dealers in 21 states. 
This number includes former 
S & Q store owners who 
joined the organization this 
year (see HA, Jan. 12, p. 
145). 

Dealers from 17 states at- 
tended the convention. The 
West Coast Div. group of 
dealers held its own series 
of meetings Feb. 12-15 at 
Multnomah Hotel, Portland, 
Oreg. The West Coast Divi- 
sion was formed in 1958. 


D. A. Rundlett Named 


Donald A. Rundlett has 
become vice-president in 
charge of Damon Wholesale 
Lumber & Co., a division of 
Concord Woodworking Co., 
Inc.. West Concord, Mass. 





Labor Relations Session, Panel on Sales, 
Features of Southern Hardware Convention 


An entire session on labor 
relations, and a panel pre- 
sentation by the Young Reb- 
els on “The Anatomy of 
Sales” will be features of 
the Southern Convention Ap- 


R. C. NEELY, JR. 


16-19 in Miami Beach. 

This is the annual con- 
vention of the Southern 
Wholesale Hardware Assn. 
and the semi-annual meet- 
ing of the American Hard- 
ware Manufacturers Assn. 
Headquarters hotel is the 
Americana. Participating 


ril 


hotels are the Balmoral, Sin- 
gapore, Bal Harbour, and 
Shamrock Isle. _ 

The call for delegates has 
been issued by the manu- 
facturers’ association. Dead- 
line for registrations to be 
listed in the advance direct- 
ory is March 20. 

Here is the program: 

Sunday, April 16. Presi- 
dent’s reception, 5:30 to 7 
p.m., Americana Hotel patio. 

Monday, April 17. SWHA 
session, morning. Address, 
R. C. Neely, Jr., president of 
SWHA, and president Ama- 
rillo Hardware Co., Amaril- 
lo, Texas. “The Anatomy of 
Sales,” panel discussion by 
Southern  Association’s 
Young Rebels. 

Golf tournament, after- 
noon, Westview Country 
Club. 

Tuesday, April 18. Joint 
SWHA-AHMA session, 
morning. Speakers will be 
D. D. Wyatt, assistant di- 
rector for program planning 

(Continued on page 108) 
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Beck & Gregg Makes 
Several Appointments 


Several promotions have 
been made by Beck & Gregg 
Hardware Co., Atlanta, Ga., 
wholesaler. These are: 

Frank Burton, Jr., has 
been named manager of the 
housewares and paint prod- 
ucts departments. 

Ralph Gibbs is the new 


oo Cees 7 


Vv. M. LANNING 


manager of special promo- 
tions and he will also work 
closely with Mr. Burton in 
promoting housewares. 

V. M. Lanning, buyer in 
the industrial supply depart- 
ment. 

Marcus Parker, new as- 
sistant buyer of the imple- 
ment, heating and wire prod- 
ucts departments. 


MARCUS PARKER 





1961 Water Treatment Workshops Explained; 
Water Systems Plans Heard at Pump Meeting 


The 1961 program of water 
treatment workshops and 


plans for Water Systems 
Month held the spotlight dur- 
ing the winter meeting of 
the National Assn. of Do- 
mestic & Farm Pump Mfrs. 
in Chicago Feb. 1 and 2. 

Water treatment work- 
shops are two-day sessions 
covering 13 different water 
systems subjects. They will 
be conducted wherever a 
sponsor can guarantee at- 


tendance of 50 or more per- 
sons. The association will 
furnish the conference pro- 
gram, supply all speakers 
and furnish a copy of th. 
new Water System & Treat- 
ment Handbook to each stu- 
dent. 

Association materials for 
the course will cost each per- 
son $1.50. Enrollment fees 
are determined by the spon- 
soring organization based on 

(Continued on page 114) 


New Firm Bays Janney Industrial Division; 
Larry Nyquist Named General Manager 


A new firm has purchased 
the industrial supply division 
of Janney, Semple, Hill & 
Co., Hopkins, Minn. whole- 
saler. According to an an- 
nouncement by Benton J. 
Case, board chairman of 
Janney, the new firm ac- 
quired Janney’s remaining 
industrial inventory and 
about 1500 accounts, for an 
undisciosed sum. 


Janney had previously 
sold its S & Q Stores divi- 
sion to Coast-To-Coast 
Stores Central Organization 
(see HA, Jan. 12, p. 145). 


The new company, called 
Janney Industrial Supply 
Co., has leased 13,000 sq ft 
of space in the Northwest 
Terminal Bldg., 400 Stinson 
Blvd., Minneapolis. The 
move from Hopkins was 


a 


rs 


L. V. NYQUIST 


*scheduled to be completed 


by Feb. 20. 

Organizers of the new 
firm include several officials 
of the oldwanney wholesale 
firm. Some lines will be 
added to bring inventory of 

(Continued on page 114) 





American Screw Elects 
Two Vice-Presidents 


American Screw Co., Div. 
of Noma Lites, Inc., Willi- 
mantic, Conn., has elected 
two vice-presidents: Gus 
Keulemans to executive vice- 
president and John J. Coy 
to vice-president of sales. 

Mr. Coy joined American 
Screw as a representative in 
1938. He became general 
sales manager in 1953. Mr. 
Keulemans has spent his en- 
tire career in the metal fab- 
ricating industry. 


William Rohif Named 
By Faultless Caster 


William D. Rohlf has been 
appointed sales manager of 
the Hardware Div. of Fault- 
less Caster Corp., Evansville, 
Ind. 

Mr. Rohlf was general 
sales manager of Luce Lug- 
gage Mfg. Co. and, before 
that, vice-president of sales 
for Atlas Home Products, 
Inc. 


E. L. COVENEY 


Moto-Mower Names 
New General Manager 


E. L. Coveney has joined 
Moto-Mower, Inc., Detroit, 
as general manager. He suc- 
ceeds Donald H. Hartmann. 

Mr. Coveney was manager 
of manufacturing for Mont- 
gomery Ward & Co. before 
he joined Moto-Mower. His 
background also includes ex- 
ecutive posts with Mechani- 
cal Handling Systems, Inc., 
Hummer Mfg. Co. and Eu- 
reka Williams Co. 
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NEW CONTROLLED POWER 





Walsco does it again with the new 
Auto-Matic white steel measuring tape! 
Smart styling gives it that just-right 
‘“‘feel’’ in the hand and controlled power 
provides smooth, effortless, variable 
speed return. Release of pressure on 
button stops blade at any point. Blade 

is replaceable, has self-adjusting end 
hook, double graduation and 16” centers 
marked. Guaranteed accurate. Sturdy 
die cast case is deluxe chrome plated. 
Each tape bubble packed, 6 to a carton. 


AUTO-MATIC 


For information on the complete line of Walsco Products, write: 


THE WATERBURY LOCK & SPECIALTY CO. 


DEPT. HA, MILFORD, CONNECTICUT 
Want more facts? Circle 178, p. 53 
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News of the Trade 
'ASHA Elects Cecil B. Bergman President 
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Officers and directors of the Pennsylvania and Atlantic Seaboard 
Hardware Assn., elected at the recent convention in Philadelphia 
are left to right: Henry K. Bowman, Henry K. Bowman Hardware 
Harrisburg, director; Cecil B. Bergman, E. H. Bergman & Son, Blairs- 
ville, Pa., new president; W. C. Martin, Martin's Hardware, New 
Bethlehem, Pa., first vice-president; William O. Horney, Jr., Horney’'s 
Hardware, Baltimore, Md., second vice-president; Harry Palmer, Pal- 
mer Bros. Inc., River Edge, N. J., director; H. R. Fenstermacher, 
Hadesty Hardware Co., Tamaqua, Pa., retiring president; Creeden 
E. Eppley, Cochran & Allen Co., Carisle, Pa., director (new); William 


J. Bly, Fort Pitt Hardware Co., Pittsburgh, Pa., director (new); A. E. 
| Humes, Humes Hardware, Milford, Del., director; Clyde H. Kauffman, 


Kauffman Hardware, New Holland, Pa., director; Claude G. Avery, 
Avery Hardware Co., Springfield, Pa. director; and Harold 
M. Musser, Mifflinburg, Pa., reelected assistant treasurer. J. Wayne 


Tisdale, Harrisburg, Pa., 
director. 


(not shown) 


was reelected managing 





Parker Mfg. Elects 
Buckley President 


John Z. Buckley has been 
elected president of Parker 
Mfg. Co., Worcester, Mass. 
He succeeds the late Dwight 
E. Priest. 

Mr. Buckley has been gen- 


JOHN Z. BUCKLEY 


eral manager and treasurer 
since he joined the firm in 
1941. Before that he was 
with Chase Bag Co., New 
York. 

Mr. Buckley is a director 
of two banks and several 
other organizations. 


William F. Stephenson 
Celebrates His 95th 


William F. Stephenson, 
retired vice-president of 
Stratton-Warren Hardware 
Co., Memphis, Tenn., cele- 
brated his 95th birthday on 
Jan. 23. He retired in 1952, 
after 64 years in the hard- 


ware trade in various activi- 
ties. 

Mr. Stephenson, who is 
still very alert and inter- 
ested in many local and na- 
tional affairs, is believed to 
be one of the oldest living 
hardwaremen. 


Features of Southern 
Hardware Convention 


(Continued from page 106) 
and coordination, National 
Aeronautical & Space Ad- 
ministration, “What’s Ahead 
in Space;” Prof. Herbert 
True, Notre Dame Univer- 
sity. 

Wednesday, April 19. 
SWHA session, morning. 
Entire session on labor re- 
lations, speaker W. F. Gut- 
wein, labor relations con- 
sultant. 

In case of rain on Mon- 
day, the golf tournament 
will be held Tuesday after- 
noon. 

Tuesday evening will be a 
Gala Evening, with enter- 
tainment and dancing begin- 
ning at 9 o’clock. 


News About Dealers: 





(Continued from page 106) 


Stores. The store is housed 
in a new building with sus- 
pended ceiling, concealed 
strip lighting, air condition- 
ing, and modern fixtures. 








JAMES KONGABEL 


All-Luminum Products 
Names James Kongabel 


James Kongabel has been 
appointed director of mar- 
keting for All-Luminum 
Products, Philadelphia. He 
has assumed charge of mar- 
keting, sales promotion, ad- 
vertising and new product 
development. 

Mr. Kongabel was with 
Robert Heller & Associates, 
Cleveland management con- 
sultant. His background also 
includes experience as na- 
tional sales manager of 
Brookpark, Inc., Cleveland, 
and promotion manager for 
International Register Co., 
Chicago. 


Peter J. King Elected 
Bissell Vice-President 


Peter J. King has been 
elected vice-president of 
marketing for Bissell, Inc., 
Grand Rapids, Mich. Mr. 
King, who was director of 
marketing, will be respon- 


PETER J. KING 


sible for all phases of com- 
pany marketing operations, 

Mr. King joined the com- 
pany in 1958 as New Eng- 
land sales manager. In 1959 
he became director of new 
products and national ac- 
count manager. He became 
director of marketing last 
year. Before joining Bis- 
sell, Mr. King was house- 
wares buyer for Abraham & 
Strauss, Brooklyn. 


News of the Trade 





Kalamazoo Sled Elects 
Earl Martin President 


F. Earl Martin has been 
elected president and direc- 
tor of Kalamazoo Sled Co., 


F. EARL MARTIN 


Kalamazoo, Mich. He _ suc- 
ceeds Glen E. Speidel who’s 
plans have not been an- 
nounced as yet. 

Mr. Martin, who was also 
elected president and director 
of Kalamazoo Furniture Co., 
joined the firm in 1955 as 
sales manager. He was 
elected vice-president of 
sales in 1957. 


James Davidson Joins 
American-Lincoln Corp. 


James H. Davidson has 
been appointed vice-president 
of marketing by American- 
Lincoln Corp., Toledo. He 
was vice-president of mar- 
keting for Rogers Industries, 
Detroit. 

Mr. Davidson’s background 
includes 12 years as vice- 
president of marketing for 
Clinton Engines Co., Clin- 
ton, Mich., and some time as 
division manager of Mall 
Tool Co., Chicago. 


JAMES H. DAVIDSON 


Weather-Proof Names 


Larry Davidson, formerly 
sales promotion and adver- 
tising manager, has been 
named merchandising mana- 
ger for Wepco Div., Weath- 
er-Proof Co., Litchfield, Il. 





double loop 


There’s a big, complete line of T&S weldless chain 
in all sizes, metals and types including SASH e 
JACK e@ SAFETY e@ REGISTER e DOUBLE and 
SINGLE LOOP @ PLUMBERS’ LINK e NAVY LINK 
e FURNACE e BEADED e CABLE e UNIVERSAL 
@ AND MORE PLUS “S” HOOKS and other 
attachments. 


CHAIN # 


eens 


COMPACT, SALES-BUILDER 
CHAIN DISPLAY 


Only 9” wide; 62” deep; 
17” high 
More facts and prices on 


complete line are yours 
for the asking. 


THE TURNER & SEYMOUR 


MFG. CO. 
TORRINGTON, CONNECTICUT 


Want more facts? Circle 179, p. 53 
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PV 4 


new 


peeterete) t— 
IN THE 1961 
TROUBADOOR 
CHIME LINE! 









































This display panel is one of 
four companion sales units for 
your sales room. Each gaily- 

Kah SES colored pane! completely wired, 
Good Housekeeping ready to plug in—ready to make 
Sees soveansee WES sales for you! 


WRITE for new TROUBADOOR 
CHIMES catalog, and also for 
full-color literature showing the 
complete selection of TROUBA- 
DOOR CHIMES displays. 


MIAMI CABINET DIVISION * DEPT. HA 261 
THE PHILIP CAREY MFG. COMPANY, Middletown, Ohio 
Want. more facts? Circle 180,.p. 53 
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News of the Trade 
South Dakota Hardwaremen Elect Pressler 





Manny Pressler, Pressler Hardware, Selby, was elected president of 
the South Dakota Retail Hardware Assn. at its Jan. 23-25 conven- 
tion in Sioux City. Ralph Shoun, Shoun Hardware, Rapid City, was 
elected vice-president. Shown here, left to right, are: Ralph Shoun; 
H. T. Benson, Chester Hardware, Chester, reelected secretary- 
treasurer; President Pressler; and Charles Beckwith, Beckwith Hard- 
ware, Presho, new board member. K. C. Parsons, Parsons Hardware, 
Redfield, is the retiring president. 





brief reports of 


MANUFACTURERS SALESMEN 


@ DeWalt, Inc., Lancaster, Pa.—Three district managers 
have been named. Willard E. Eysaman, former salesman- 
demonstrater, to Albany, N. Y.; Robert A. Ford, former 
salesman-demonstrator, to Buffalo, N. Y. area; Robert E. 
Bertzfield, former salesman-demonstrator, to Houston. 


e@ J. Wiss & Sons Co., Newark, N. J.—Art Pearson has 
been transferred from the Indiana-Illinois area to cover 
Washington, Oregon, Montana, Wyoming, Idaho, British 
Columbia. 


@ Plasti-Kote Inc., Cleveland—John D. Streff, formerly 
with an automotive supplier, to Midwest zone manager. 
He succeeds Harold Luce who was recently named general 
sales manager of Plasti-Kote. 








Sond 


R. G. Bucher Heads Illinois Hardwaremen 


Ralph G. Bucher, Bucher Hardware, Bradford, was elected president 
of the Illinois Retail Hardware Assn. at its convention at the Hilton 
Hawaiian Village Hotel, Honolulu, Hawaii, Jan. 27-31. Gilbert J. 
Hahn, C. Halin & Co., Chicago, was elected vice-president. Retiring 
president A. ©. Jahr, Jahr Hardware, Mahmohet, was elected chair- 
man of the board. Directors of the association are: Roland F. 
Murman, Hathaway & Co., Johnston City, (new); S. M. Getz, Getz 
Hardware & Electric Co., Grainville; George T. Preckwinkle, Bishop 
Hardware, Springfield; and Edward J. Johnson, Village Hardware, 
Western Springs. Members of the executive committee are: J. R. 
Wylde, Wylde & Son Hardware, Sycamore; Eugene L. Cox, Cox 
Hardware & Furniture, Marion; and W. S. Sweetnam, Sweetnam 
Hardware, Peoria. William F. Ewert was reelected managing director 
and secretary-treasurer. Officers and directors shown here, left to 
right, are: Edward J. Johnson; W. S. Sweetnam; President Bucher; 
A. O. Jahr; and J. R. Wylde. 
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SEL-FAST UNITS 
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HOLD-E-ZEE HEZ-9 ASSORTMENT 


The original automatic grip 
screwdrivers, gripper recedes 
deep into handle, patented 
LOK-BLOK insert, chrome va- 
nadium hex blades, special bit 


UPSON UP-39 ASSORTMENT 


Upson Standard Screwdrivers 
have same top quality and out- 


Each is different, outstanding and 
free! Durable, colorful combination 
pegboard and clear plastic shelf con- 
struction. Ideal for counter and peg- 
board wall. A traffic stopper. Imme- 
diate increased sales thru self-service. 
Compact—takes only 11” space. 

Shelf holds 39 drivers, 9 fastest 
moving sizes, two types (31 slotted 
head, 8 crosspoint), number and price 
each driver printed on shelf. Each 
assortment packed one to a carton. 
Order from your jobber today! 


UPSON BROS., INC. 
Rochester 14, N.Y. 


standing features mere erip- 


per) of famous Hold 
but low priced. List $30. 50 


fits both crosspoint screws. 
Popularly priced. List $34.70 





Want more facts? Circle 181, p. 53 





Remarkable New Product ! 


NOW-YOU CAN REMOVE OIL STAINS FROM... 


TERRAZZO — CONCRETE — MARSLS 
CERAMIC TILE — STONE 


Oi ahrid ' 


With this new miracle Oilrid, your oii stains 
vanish. Never before has this been possible. 
The market for this product is overwhelming. 
Order a can now and discover for yourself 
the magic of OILRID. 


Dealers — Make your inquiries today. 


Retail Price — Quart......$1.39  Gallon......$3.98 


Mail the attached coupon for 
prompt delivery. Ali orders C. QO. D. 


OILRID, INC. 


Box 2177 « Dept. C * Hollywood, Florida 





A guaranteed seal 
) of approval. This 
product has been 
tested and 
approved by an 
independent re- 
search laboratory. 


ind Saige 


OILRID, INC. 

Box 2177 * Dept. C « Hollywood, Florida 

| have enclosed $ 
Please send me quarts/gallons of Oilrid. 
| agree to pay all shipping charges. 








Name of Firm 





Street address 





City Zone____State 
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News of the Trade 
Oklahoma Association Elects New Officers 





HOT or COLD galion pe 
excelis on every count... 


Byron Dawson, Clinton Implement Co., Clinton, was elected presi- 
dent of the Oklahoma Hardware and Implement Assn. at its 
Jan. 27-29 convention in Oklahoma City. Paul W. Shean, Shean 
Hardware, Woodward, was elected first vice-president, George 
Moncrief, Moncrief Seed House, McAlester, was elected second 
vice-president. Directors are: M. B. Fanning, Fanning Implement 
Co., Carnegie (new); N. W. Baptist, Jr., Baptist Hardware, Shawnee; 
Don Evans, Evans Hardware, Ada; Walter Hinton, Geo. C. Wright 
Lumber Co., Altus; Alfred Jensen, Jensen's, Fairview; Carl Lacy, 
Lacy Implement Co., Miami and H. Jim Wilson, Wilson Hardware, 
Clarernore. Retiring president Don Peters, Peters Hardware & Paint 
Co., Oklahoma City, was elected to the board of directors. Stewart 
Martin, Okmulgee, is Ex Officio director NRFEA. Tom J. Crooks, 
Oklahoma City, is secretary-manager. Shown here, left to right, are: 
George Moncrief; Don Peters; President Dawson; Paul Shean: and 
Tom J. Crooks. 


A TRAFFIC 
STOPPER at 


$$$$$$S$5$$ 


non-conductive 
BOIL-PROOF 
HI-DENSITY 
POLYETHYLENE 
Liner—Housing 
and Cover 


Heavy Blanket of 
‘‘FIBERGLAS” 
between for 
triple insulation 
efficiency 


oe 
RUST-PROOF 
Will not dent 
PERMANENT 
All-thru colors 


* 
Light to carry 


Deluxe in every detail, this Lustro- e 
Ware jug has more buy appeal—more BIG 4” TOP 
utility — more service — more value. for b pe filling 
Triple insulation and double closure sc 8) si 
keep beverages or foods hot or cold 
for greatest enjoyment when served. 
Fashionable 2-tone colors—size 8%” 
square, 95” high. Point-of-sale, fact 
tag exploits features and GUARAN- 
TEED service. 

For more sales and profits be sure 
it’s Lustro-Ware jugs you feature. Or- 
der today from your supplier, also 
ask for catalog of the complete 
Lustro-Ware line. 


COLUMBUS PLASTIC PRODUCTS, INC. 
Columbus, Ohio 


Sales offices in principal cities 


$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 


$$SSSSSSS35 


Wide mouth 
_ CARRY JUGS 
in 1 and 2 gal. sizes 
Handy, compact, square 
tainers of non-conductive 
BOIL-PROOF hi-density 
polyethylene. Easy-carry 
plastichandle with same 
big 4” top as on insvu- 
lated jug. Labeled and 
prepriced af 


$8c and $1.49 
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Bigelow & Dowse Show 
Stage Sale Is 25th 


The 25th anniversary of 
its one-minute stage sale 
was celebrated during the 
recent dealer merchandising 
show held by Bigelow & 
Dowse Co., Needham 
Heights, Mass. wholesaler. 
The show was held at the 
company warehouse in late 
January. 

Many dealers who wit- 
nessed the first stage sale 
were on hand to mark the 
milestone and to take ad- 
vantage of bargains offered. 

The show featured hard- 
ware, housewares, garden 
equipment, and sporting 
goods. The firm’s new heat- 
ing division also had booths. 


George Wise Promoted 
By John W. Masury 


George V. Wise has been 
promoted to executive vice- 
president of John W. Masury 
& Son, Inc., Baltimore. 

Mr. Wise, who was vice- 


president of advertising, 
joined the firm in 1946 as a 
commercial artist. 


Record Dealer Turnout 
Reported For Exhibit 


The dealer turnout for a 
combined wholesaler and ap- 
pliance distributor show was 
reported a record. Geo. C. 
Wetherbee & Co., whole- 
saler, and Republic Supply 
Corp., appliance distributor, 
both of Detroit, held a com- 
bined dealer show at Det- 
roit’s Light Guard Armory 
in late January. 

According to K. A. Zim- 
merman, president of the 
two organizations, more 
than 1500 dealer representa- 
tives looked over the wares 
of 100 manufacturers dur- 
ing the three-day event. 

The wholesaler presented 
a complete dealer merchan- 
dising program designed for 
the Spring and Summer sell- 
ing seasons. 





news in brief of 


MANUFACTURERS AGENTS 


@ Plymouth Rubber Ce., Inc., Canton, Mass.—Kansas and 
western Missouri to J. D. Burns, Independence, Mo,; Ken- 
tucky to Arthur Pickens, Mayfield, Ky. 
@ Ortho Div., California Chemical Co., Richmond, Calif.— 
George G. Weinschenk, Jr., New Castle, Pa., appointed 
garden and home sales representative. 


@ Village Blacksmith Div., General Metals Corp., Water- 
town, Wis.—Oregon to the R. H. May Co., Seattle, Wash. 


@ Empire Brushes, Inc., Port Chester, N. Y.—Washington 
and Oregon to Yeager-Sleight Co., Seattle, Wash. 








Only Dey Green Cap Floats NO PERFORATED 


Ro0-TiP ACTION £ WALLBOARD 


needed with 


New 


HEAVY DUTY 


HeRCULES* | 


*Patent Applied For 


HOOKS 


Solves the problem of 
storing heavy and bulky 





1. When Float is reeled in against Rod-Tip, the pres- 
sure automatically releases line from two-piece 
Green Cap. 





2. Float then slides down to bait ter- 
minal and fish for easy landing. 





Perfect for slip-casting. 


NO OTHER FLOAT GIVES YOU 
) ROD-TIP ACTION! 


S 


j DAYTON Floats Now... £ 


V, 








Prepriced To Help The Dealer 





DAYTON BAIT AND MARINE 
PRODUCTS COMPANY 


2701 5S. Dixie Drive, Dayton 9, Ohio 
IN CANADA: 
Dayton Reg., 11580 Poincarre Ave., Montreal, Quebec 











Ask your jobber about Dayton’s full line of floats | 
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ARYLON 


SPRAY PAINT 


Advertised in Life, Saturday Evening Post, Good Housekeeping, 
Better Homes & Gardens, American Home, McCall’s, Ladies’ 
Home Journal, House & Garden, Living for Young Home- 
makers, House Beautiful, Popular Mechanics, Popular Science, 
Mechanix Illustrated, Science & Mechanics, Sports Illustrated, 
and Sunset Magazine. 


The Brand with Demand! 


KRYLON, INC. NORRISTOWN, PA. 
Want more facts? Circle 185, p. 53 
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items. HERCULES 
HOOKS are heavy duty, 
made of 14” electro- 
plated steel. 

HERCULES HOOKS slip 
over the common 1”x4” 
wood board—no big in- 
stallation...no  perfo- 


_ rated wallboard! 


Designed and manufac- 
tured by Kerr, nationally 
famous for the original 
PIN-UP’S, and backed 
by the Kerr assurance of 
quality and service. 








DISPLAY! 


with the purchase 


OF PROFIT 


ASSORTMENT 


mn | DERLOL@ 


The HERCULES HOOKS, 
carded and pre-priced, 
include straight, curved, 
double straight, double 
curved and shelf brack- 
ets. They are between 2” 
and 12” long. Order the 
PROFIT ASSORTMENT 
now and get the free 
CIRELB 


THE KERR WIRE PRODUCTS CQ. 
933 N. Cicero Ave., Chicago 51, Ill. 


[] Send literature and prices 





Name 





Store 





Address 





Jobber Name 
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FLY DELTA 


to the 


CONVENTION 


Southern Wholesale Hardware Association 


MIAMI 


BEACH 


APRIL 16-19, 1961 


You fly the finest when you fly 
Delta, the air line that serves 
Miami with the Convair 880, 
world's fastest jetliner, and the 
magnificent Douglas DC-8 jet. 
Also dependable Douglas DC-6 
or DC-7 deluxe and coach flights. 
For reservations, call your nearest 


Delta office or see your Travel 
Agent. 


aS 


DELTA 


the air line with the BIG JETS 


Want more facts? Circle 188, p. 53 
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Yuba Appoints Taylor 
Power Tool Manager 


Roger Taylor has_ been 
named sales manager of the 
outdoor power tool division 
of Yuba Power Products, 


i 


ROGER TAYLOR 


Inc., Cincinnati. He has been 
sales manager of private 
brands for the past year. 

Mr. Taylor has been with 
Yuba and its predecessor, 
Magna Power Tool Corp. of 
California, for 12 years. 
Yuba Consolidated Industries 
purchased Magna in 1958 
(see HA, Aug. 14, 1958, p. 
142). 

Mr. Taylor will be in 
charge of Choremaster and 
Tillsmith tillers, the Mighty- 
Moe power tool and private 
brands of these products. 


Raybestos-Manhattan 
Appoints Zimmerman 


S. R. Zimmerman, Jr., has 
been appointed executive 
vice-president of Raybestos- 
Manhattan, Inc., Passaic, 
N. J. 

Mr. Zimmerman, who 
joined the firm in 1932 as 


| an engineer, was manager 
| of automotive and industrial 


sales for the United States 
Asbestos-Grey-Rock Div. and 


_ director of friction material 


research and development 
for the corporation. 


Firm Buys Janney 
Industrial Division 

(Continued from page 107) 
the industrial supply firm to 
about $250,000 and annual 
sales are expected to reach 
$2% million. Janney Indus- 
trial will travel eight sales- 
men and will employ an ad- 
ditional group of telephone 
salesmen. There will be two 
buyers. 

L. V. Nyquist, former in- 
dustrial division manager at 
Janney and one of the prin- 
cipal organizers of the new 


News of the Trade 





firm, is ‘ ce-president and 
general manager. Another 
organizer, R. C. Hallberg, 
former Janney merchandise 
manager, is treasurer and 
merchandise manager. 

Other officers are: 

Board chairman, John M. 
Shank, manufacturers’ rep- 
resentative. 

President, M. L. Scherer, 
vice-president and treasurer 
of Scherer Bros. Lumber Co. 

Vice-president, A. W. 
Kootz, president of Dodson 
Fisher Co. and Gem Prod- 
ucts. 

Secretary, E. M. Dexter, 
president, treasurer and di- 
rector of Tools & Abrasives, 
Inec., and also an officer of 
three other firms. 

Directors of Janney In- 
dustrial are: Mr. Case; Hor- 
ace P. Hill, executive vice- 
president of Janney, Semple, 
Hill; I. H. Pederson, vice- 
president of Suburban 
Plumbing Supply Co.; Lewis 
G. Kranick, president of Wis- 
consin Hydraulics, Inc.; Wm. 
P. Clark, board chairman of 
Tools & Abrasives, Inc. 

Tools & Abrasives, Inc., 
Milwaukee, which started in 
much the same way as Jan- 
ney Industrial, also has an 
interest in the new firm. 
Tools & Abrasives was 
founded when Pritzlaff Hard- 
ware Co., Milwaukee, was 
dissolved several years ago. 


1961 Water Treatment 
Workshops Explained 


(Continued from page 107) 
the cost of the meeting place, 
etc. 

If the sponsor wishes to 
conduct its own meetings, 
charts are available at $7.50 
per set. A series of six news- 
letters on water systems and 
the text of the course can 
be obtained for $2. 


May will be the 13th An- 
nual Water Systems Month 
sponsored by the association. 
Backbone of the program 
this year is an 11-piece pro- 
motional kit that can be or- 
dered in quantity by mem- 
bers and distributors for dis- 
tribution to dealers. Last 
year 60,000 kits were sent 
out. 


Dealers are urged to make 
use of the kit to get full 
benefit from tie-ins with na- 
tional promotion efforts. 
Dealers are also urged to 
use NADFPM’s certified per- 
formance product seal which 
means that the product meets 
association standards. 





You are invited to attend the 


lith 
INTERNATIONAL TOY & TRADE FAIR 


March 12-17, 1961 
Hotel Statler Hilton 


New York City 


presenting the imports from 25 countries 


(Management: International Trade Shows, 545 Fifth Avenue, New York City.) 
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BULL DOG / % 


AIE 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
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Speed King 


MAKES YOUR PROFITS SINGI 


mone 40 RED RACER 


MODEL 480 
- e Beautiful eye appeal 
meet @ Matching Pads 
bee 7e Extra Long Extension 
wer e Ball Bearing Wheels 


All Speed King Skates 
are shaped to the foot 
for perfect balance. 


Investigate the complete line 





today. 





Distributed through hardware and toy jobbers from coast to coast 


HUSTLER CORPORATION steriine, wtinois 
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REE SMUPLES! 


ve Hi-RED” Plastic 
| SCREW ANCHORS 


PACKAGED TO SELL—SELF-SERVICE 
CARDS, KITS OR CARTONS! 


This is a quality anchor that sells on sight 
...@ good repeater. Can be used indoors 
or outdoors in any material. No special tools 
required! Superior holding power proved by 
Pittsburgh Testing Laboratory. 


Nationally advertised 
BIG SELLER! 


SEND “‘Hi-RED'' SAMPLES 


NAME 
| FIRM. 
| STREET at 
| CITY 


LIFETIME ANCHOR 


Sizes for No. 4 screw 
up to '4”" lag... 
size marked on every 
anchor. 

















STATE. 


HOLUB INDUSTRIES, Inc. 


463 ELM STREET ¢ SYCAMORE ILL. 
Want more facts? Circle 192, p. 53 
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TRADE MARK REG 








JOSEPH J. DIAMOND 


Porter-Cable Names 
Diamond to Field Sales 


Porter-Cable Machine Co., 
Syracuse, N. Y., has named 
Joseph J. Diamond vice- 
president in charge of field 
sales. He was vice-presi- 
dent in charge of eastern 
sales. 

Mr. Diamond will be re- 
sponsible for field activities 
in distribution and personal 
assistance to dealers. 

Since joining the company 
as a sales trainee, Mr. Dia- 
mond has worked in the 
sales division and became 
vice-president of Porter- 
Cable’s Canadian subsidiary. 


Carlion Products Names 
John Rudge President 


John I. Rudge, former ex- 
ecutive vice-president, has 
been appointed president of 
Carlon Products Corp., Au- 
rora, Ill., according to an an- 
nouncement by William L. 
Abramowitz, chairman of the 
board. 

Mr. Rudge has been with 
Carlon since 1948. 

William W. Clark, former- 
ly with Continental Oil Co., 
has been named secretary. 


Hodell Chain Marks 
75th Business Year 


This month marks the 75th 
anniversary of Hodell Chain 
Co., Cleveland. 

The company was founded 
as a small job galvanizing 
shop by Henry H. Hodell in 
1886. Hot galvanized chain 
was the first manufactured 
item introduced to the hard- 
ware trade in 1892. Its suc- 
cess led to the present day 
line of weldless chain prod- 
ucts. 

In earlier 
was 
ucts 


years the firm 
known as Chain Prod- 
Co. Its name was 


News of the Trade 
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Jack Mueller, Beltrami Hardware, Bemidji, was elected president of 
the Minnesota Retail Hardware Assn. at its recent convention at 
the Leamington Hotel, Minneapolis. Officers and board members, 
front row, left to right, are: C. J. Christopher, Minneapolis, manager- 
treasurer; Mr. Mueller; Carl Settergren Settergren Hardware, Min- 
neapolis, retiring president; and Donald Huemoeller, Huemoeller 
Hardware, Truman, new vice president. Back row, left to right: 
Lars Mohagen, Mohagen Co., Elbow Lake, advisory board; Joseph 
O'Fiaherty, O'Flaherty Hardware, Caledonia, executive board; 
Buck Doran, Farm and Garden Service, Duluth, executive board; 
Donald Olson, Olson Hardware and Paint Co., St. Paul, advisory 
board (new); Verne Ellingson, Ellingson Hardware and Implement 
Co., Cambridge, executive board; and Walter Bahner, Benton Hard- 
ware, Foley, advisory board. 





changed to Hodell Chain Co. 
in 1936. 

Fred G. Hodell succeeded 
his father as president in 
1919, and directed the com- 
pany until his retirement in 
1952. In 1948 Mr. Hodell ne- 
gotiated the merger which 
made the company an inde- 


pently operating division of 
National Screw & Mfg. Co. 

The company has_ been 
managed since 1952 by 
Charles A. Carrithers, Jr., 
vice-president; David J. 
Gemmell, director of sales; 
and Emmet F. Harding, sales 
manager. 





ANNUAL PROFIT POTENTIAL a AND UP! 


You can make an extra $4,000 per 
year with a Clarke Floor Machine 














Rental Department—easily! This 
compact department, displaying the 
best known, most dependable floor 
care equipment made, establishes you 
as rental headquarters for do-it- 
yourselfers. You’ll see potential be- 
come reality as you promote your 
department with the merchandising 
aids Clarke gives you. And you'll 


watch rental fees, sales 


of rental 


items—sandpaper, wax, floor finishes, 
shampoo, etc., and impulse purchases 
quickly pay off your investment, 
build extra profits and add new 


customers. 


Interested in an extra $4,000 per 
year? Let us show you how this 


department can earn it for you. 


Write for details. 


Clarke 


FLOOR MACHINE COMPANY 


DIV. OF STUDEBAKER-PACKARD CORP 




















Complete Clarke Floor Care Rental Department includes floor sander, edger, polisher, rug shampoo 


machine, wet-dry vacuum cleaner, upholstery shampooer-vac, hand sanders, plus shampoo and floor 
finishes — and it occupies only a few square feet of floor space. 


THE BEST KNOWN NAME IN FLOOR CARE RENTAL EQUIPMENT 
302 E. Clay Avenue, Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in Principal Cities 


In Canada: Clarke Floor Machine Company (Canada), lLtd., 


21 Advance Rd., Toronto 18, Ontario 


Want more facts? Circle 193, p. 53 
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ALIVE with 


painting power! 


Natural Hog Bristle 
Makes a better brush... 








Gives every painter a professional touch. 


Recommend natural hog bristle brushes today! 








This advertisement is sponsored by 


BRISTLE and HAIR DIVISION OF THE AMERICAN BRUSH MANUFACTURERS ASSOCIATION 
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. *40 Display Unit FREE 








ASSORTMENT CONSISTS 


DOOR MIRRORS: 4 Doz. 16 x 56 


1 doz. 20°, & 1 doz. 22° round. 





OF 12 DOZ. MIRRORS: 


WALL MIRRORS: 1 doz. 12x16; 2 doz. 18x26; 
1 doz. 14x20; 1 doz. 18x18; 1 doz. 16x24; 





LET HAMILTON HELP 
INCREASE YOUR MIRROR SALES! 


with your purchase of this PROFIT-MAKING 
MARKET-TESTED mirror selection 


A COMPLETE MIRROR DEPARTMENT 
IN ONLY 17” x 54” SPACE 


Solves your mirror display problem . . . a 12-dozen assort- 
ment of the most wanted mirror sizes and shapes on a 
compact display unit. 


TOTAL COST (12 doz. mirrors)..$257.18 
SUGGESTED RETAIL 514.36 
YOUR PROFIT - $257.18 


YOURS FREE! $40 DISPLAY UNIT 





HAMILTON GLASS CO. 
B 2750 WEST GRAND AVE., CHICAGO 12, ILLINOIS 


i [] Please send MIRRORAMA assortment(s) i 
with FREE display stand at $257.18 each. 


' [] Please send catalog on complete line. 
NAME 


FIRM NAME 
ADDRESS 
CITY 














e WAT Pe Pale ner err 
Cll) eee 


2750 W. GRAND AVE. CHICAGO 12, ILL 
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New Year ‘Round Sales Promotion Plan For 
Dealer Use is Developed by Beck & Gregg 


A basic advertising and 
sales promotion program for 
independent retail hardware 
stores has been developed by 
Beck & Gregg Hardware Co., 
wholesaler of Atlanta, Ga. 

The program is designed 
to encourage regular month- 
ly customer recognition of 
a store. Cost of the pro- 
gram is put at less than a 
package of cigarettes a day. 

The reason for developing 
the program, according to 
W. A. Parker, Jr., Beck & 
Gregg general manager, is 
that the average dealer 
doesn’t have the time or 
facilities to prepare promo- 
tions competitive with chains 
in effectiveness or cost. 

The Beck & Gregg pro- 
gram is intended to give a 
dealer an effective, complete 
year ’round promotion pro- 
gram equal to those used by 
chains. 

Use of this program, Mr. 


Parker stresses, does not re- 
quire the dealer to join a 
wholesaler-sponsored group 
of any kind. 

Included in the program 
are 8-page tabloid circulars, 
twice a year; 11x14 hand- 
bills nine times a year; spe- 
cial birthday sale handbills 
for any month a_ dealer 
chooses; store display kits, 
and a variety of manufac- 
turers’ selling aids. 

Each month the 
will also receive a_ booklet 
with suggestions covering 
every phase of putting on a 
promotion. 

Working with Beck & 
Gregg in devising the va- 
rious promotions will be a 
dealers’ advisory committee. 

Because of the necessity 
of advance planning, Beck 
& Gregg reports it has en- 
rolled as many dealers as 
can be handled at the pres- 
ent time. 


dealer 





Executive Assignments 
At Minnesota Mining 


Three executives have 
been appointed to new posts 
by Minnesota Mining & Mfg. 
Co., St. Paul. The appoint- 
ments came as part of 
changes made in forming the 


ROBERT W. MUELLER 


new 3M retail tape and gift 
wrap division. This division 
is a combination of the 
former retail tape division 
and gift wrap and fabric 
division. 

Robert W. Mueller, 3M 
vice-president and head of 
the industrial tape division, 
now has overall responsibil- 
ity for operations of the new 
division, and Mid-States 
Gummed Paper and Derby 
Sealers divisions. He will 
continue his previous duties. 

Alan H. Redpath, former 
general manager of the gift 
wrap and fabric division, 
has been named general man- 


ALAN H. REDPATH 


R. L. SHEPPARD 


ager of the new division. 

R. L. Sheppard, former 
general manager of the re- 
tail tape division, has been 
named general sales and 
marketing manager of the 
new unit. 

C. B. Sampair, executive 
vice-president, continues to 
have overall responsibility 
for 3M tape and _ ribbon 
products. 
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News of the Trade 








OBITUARIES 





Benson E. Grinder 


Benson E. Grinder, 77, 
secretary-treasurer of 
Worth Hulfish & Sons Inc., 
Alexandria, Va. wholesaler, 
died suddenly at his home in 
Arlington, Va. Mr. Grinder 
was with the wholesale firm 
for 30 years and became sec- 
retary-treasurer five years 
ago. He held this post until 
last year when the business 
was sold. He continued with 
the newly named corpora- 
tion, Hulfish Supply Corp., 
part-time until recently. Mr. 
Grinder was a member of 
the HARDWARE AGE 50 Year 
Club (see HA, Jan. 3, 1957, 
p. 164). 


Thomas Eldon Dickson 


Thomas Eldon Dickson, 
who was in charge of the 
catalog department of Wal- 
ter H. Allen Co., Dallas 
wholesaler, died Feb. 7, fol- 
lowing a short illness. Mr. 
Dickson joined the firm in 
1940 and through a succes- 
sion of promotions headed 
the work on catalogs. 


Tracy T. Rudolph 


Tracy T. Rudolph, retired 
operator of Rudolph Hard- 
ware & Furniture Store, 
Arkadelphia, Ark., recently 
died in an Arkadelphia hos- 
pital. Mr. Rudolph was a 
vice-president of the Arkan- 
sas Retail Hardware Assn. 


J. E. Morgan 


J. E. Morgan, retired 
former owner of J. E. Mor- 
gan Co., McAllen, Texas in- 
dustrial tool dealer, died re- 
cently following a long ill- 
ness. 


Fred D. Crosland 


Fred D. Crosland, 56, for- 
mer operator of a Western 
Auto Store, Big Spring, 
Texas, died of a heart at- 
tack recently in Big Spring. 


Henry J. Tindal 


Henry J. Tindal, 62, co- 
owner and treasurer of Tin- 
dal Hardware Inc., Bedford, 
Ind., died in early January 
following a long illness. 


Irvin J. Eddinger 


Irvin J. Eddinger, 80, 
owner of Eddinger’s Hard- 
ware Store, Reading, Pa., 


died in mid-January. The 
store was founded by Mr. 
Eddinger’s father in 1878. 


Charles Clinton Gill 


Charles Clinton Gill, 87, a 
hardware dealer in Orange, 
Va., for 57 years, died in 
late January at his home. 
Mr. Gill headed C. C. Gill 
& Sons Hardware Co. which 
he founded in 1928. He has 
been in the hardware busi- 
ness since 1903. 


Lyman T. Marshall 


Lyman Thomas Marshall, 
57, owner of Marshall Hard- 
ware store, Lakeside, Minn., 
died at his home Jan. 30. 
Mr. Marshall opened his first 
Lakeside hardware store in 
1939 and built the present 
store building 12 years ago. 


Harold F. Valentine 


Harold F. Valentine, 54, 
salesman for Van Camp 
Hardware & Iron Co., Inc., 
Indianapolis wholesaler, died 
suddenly Jan. 19. Mr. Valen- 
tine had been traveling for 
Van Camp since 1936, cover- 
ing the Lexington, Ky., area. 


Myer Komins 


Myer Komins, 71, founder 
of Superior Merchandise Co., 
Philadelphia wholesaler, died 
in late January. Mr. Komins 
started the business 26 years 
ago. His sons, Arnold and 
Clifford Komins'_ continue 
with the business. 


Floyd J. Neal 


Floyd J. Neal, 74, presi- 
dent of Neal’s Hardware, 
Inc., Southington, Conn., 
died recently in Bradley Me- 
morial Hospital after a 
short illness. 


Perry Greene 


Perry Greene, 71, hard- 
ware store owner of Edger- 
ton, Wyo., died recently at 
his home. Mr. Greene had 
operated his hardware store 
for nearly 40 years. 


Sidney Susman 


Sidney Susman, founder 
and manager of Susman 
Hardware, Lakewood, Ohio, 
died recently in Lakewood 
Hospital. 





HA Photo Angles 


A report in pictures 
of events in the trade 


The entire staff of Lynn & Brooks, manufacturers’ representative of Los Angeles, 
gathered for a group photograph during the annual sales meeting recently 
at Hotel Miramar, Santa Barbara, Calif. The meetings featured talks by officials 
of Speedway Mfg. Co. and Wilton Tool Mfg. Co., both firms represented by 
Lynn & Brooks. Salesmen of the agency, which covers |3 western states, took 
delivery on their 1961 station wagons at the end of the meetings. 


A new dealer advertising program was introduced by S. Federbush Co., Totowa Boro, N. J., whole- 
saler, during its dealer show in late January at the Lodi (N. J.) National Guard Armory. Called, 
the Federbush Sping 1961 Showcase, the show marked Federbush's 70th Anniversary. It attracted 
upwards of 800 persons representing 238 dealers. There were 115 manufacturers represented in 
the booths. Next year's show date is Jan. 28. 


New officers of the Builders’ Hardware 
Club of Southern California, elected dur- 
ing the club's |Oth anniversary meeting, 
left to right: treasurer, Jay Smith, Schlage 
Lock Co.; sgt.-at-arms, Dick Hay, Daniel 
H. Hay Co.; president, Bob Erickson, 
Quality Hardware Mfg. Co.; secretary, 
Bill Budrow, Budrow & Co.; vice-president, 
Wally Johnson, Amerock Corp. 


There are 452,000 sq ft of space on one floor in this new Ace Hardware Corp. warehouse, to be occupied March | (See HA, Feb. 9, 
p. 228). The new, larger, quarters for Ace are at 6501 W. 65th St., Chicago. Five railroad tracks extend into the building with space for 
33 cars under roof. Loading docks are on three sides of the warehouse which features the latest in materials handling equipment. Spa- 
cious offices and a cafeteria are also in the building. There is 200,000 sq ft of adjacent property for expansion and paved parking 
space for 400 cars. This is Ace's second move to larger quarters within 10 years. 
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Classified Opportunities Section 





Help Weonted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, 
Set solid, maximum 50 words 
Each additional word 
Positions Wanted 
Rate) set solid, maximum 


etc. 


{Special 
50 words 


or Your Address 





05 
Allow Seven Words for Keyed Address 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


literature, 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





TERRITORIES OPEN 
THROUGHOUT U.S.A. 


Manufacturer of fine bathroom 
hardware and accessories opening 
new sales. distribution system. 
Items are well known in the hard- 
ware, architectural and building 
trades, having been manufactured 
for the past 12 years. Qualified 
manufacturers’ reps are needed in 
all major marketing areas. We 
are also interested in foreign rep- 
resentation. Contact immediately 
by phone, wire, or mail. 


Fred Hartenstein 


DEL MAR 


MANUFACTURING COMPANY 
12901 S. Western Avenue 
Gardena, California 

Phone: FAculty 1-5187 











ESTABLISHED MANUFACTURER of Pilas- 
tic Garden Hose and Sprinklers, Lawn Edging, 
Floor Matting, Drop Cloths, Shelf Lining, Rain 
Guards, Freezer Bags has territories open for 
aggressive sales representatives. Competitive 
prices, dependable service. Advise area covered 
and lines carried. Reliance Plastic & Chemical 
Corp., Paterson 26, New Jersey. 





REPRESENTATIVE 
WANTED to solicit New Jersey, North of 
Trenton, Eastern Pennsylvania. For a _ leading 
Builders Hardware Manufacturer offering a com- 
plete selection of hinges, hydraulic door closers, 
cylindrical locksets, shelf and cabinet hardware. 
packaged fasteners and other popular fast selling 
Builders Hardware items.. If interested co 
30x 212, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa., giving your qualifica 
tions and full particulars. 


HARDWARE 


itact 








SEVERAL TERRITORIES 
B Q accessory to wholesalers, $4.95 list. ° 
item, by Minnesota Manufacturer. Write 
108, c/o Harpware Ace, Chestnut & 56th Sts.. 
Philadelphia a>, Fa. 


OPEN for 





SALESMEN: to handle line of measuring tools 
made of hard tempered aluminum. Very much in 
demand. State territory covered. Fairgate Rul 
Company, Cold Spring, New York. 
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REPRESENTATIVES WANTED 


Proven line available for most territories 
for direct-to-dealer representatives calling 
on hardware, lawn and garden and simi- 
lar retailers and key accounts. Repeat 
business annually runs 6 times initial sale. 
Biggest commissions in industry. Supply 


territory and other details. 


Write Box 276, 
Highland Park, Illinois. 








AGENCY OFFERED 


Leading British Manufacturer of Dilutors for Liquid 
Fertilizers, Insecticides, a. and associated Equip- 
porter of farm and garden 
ances. world’s best; used by 
British Ministry of Agriculture; famous Kew Botani- 
cal Gardens; recommended by largest British Liquid 
Products Manufacturers, Competitive Prices; prompt 
shipment 


Write Box 210, ¢e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








REPRESENTATIVES WANTED 
EXCELLENT LINE for sales representatives 
calling on the retall trade in hardware, de- 
partment, variety and chain stores. Item has 
excellent repeat business! Good commissions. 
Write, giving territory and background. 


MIDWEST PLASTICS INCORPORATED 
208 Bates Avenue St. Paul 6, Minn. 








REPRESENTATIVES WANTED 


Manufacturer of Aluminized steel mobile trash 
and leaf burner that converts to a handy util- 
ity cart. Sold nationally to hardware, lumber 
yards, garden stores and to mail order houses. 
Additional territories open. State territory cov- 
ered and lines carried. Meadows Metal Prod- 
ucts Company, Inc., U. S. 31-A South, Colum- 
bus, Indiana 














EXPERIENCED WANTED 


Manufacturers representatives now calling 
on wholesale hardware distributors in New 
York, Pennsylvania, Ohio, West Virginia 
and New England areas, to represent local 
manufacturer of newly designed, competi- 
tively priced, fast moving line of Tubular 
Steel Products. 
Write Box 225, ¢/o HARDWARE AGE 
Chestnut « 56th Sts.. Philade!phia 39, Pa. 














OPPORTUNITY! 
MANUFACTURER'S REPRESENTATIVE WANTED 


Aggressive producers. East. Midwest, South 
New England. Calling on hardware jobbers, 
distributors, wholesalers, dealers. Beautiful out- 
door Plastic Home Decorator Plaques and flex- 
ible self-adhering Plastic Letters and Numbers. 
Write full details first time. P. M. E. Company, 
106 Naylon Avenue, Livingston, New Jersey 











ACCOUNTS WANTED 











SALESMEN WANTED to call on Hardware 
and Garden dealers in New England and Mid 
Atlantic States. Limited Spring and Summer line 
from established manufacturer. Exclusive terri- 
tories and sizable commissions on initial and re- 
peat orders. Please state experience and lines 
carried. Write Box P-13, c/o Harpware AcE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





SALESMAN PLUMBING AND HEATING 
SPECIALTIES sell for established firm 10% 
commission. Exclusive territory. Replies held con- 
hdential. Akron Supply Company, Inc., 216 
Grand Street, Brooklyn, New York. 





REP RESE NTATIVES 


calling on hardware 
d department stores, 


to handle highly success- 

ful garden item. 15% commission. Staple item 
good for many years of repeat business. Box 
P-23, c/o Harpware Ace, 56th & Chestnut Sts.. 
Philadelphia 39, Pa. 


——$———— 


AGGRESSIVE REPRESENTATIVES wanted 
to sell universal type attachments that ft all 
14” and %” portable electric drilis. Excellent 
commissions, choice territories open. Write to 
Grelon M:; srreoenrge ‘ie, Company, 315 W. Walton 
Street, Chicago 10, Illinois. 





SELLING IN THE SOUTH 


| have been covering the entire South- 
east for the leading manufacturer in 
their field. Because of the progress in 
this territory, this company has put 
another man in the deep South and 
turned over to me the states of Vir- 
ginia, West Virginia, North Carolina, 
South Carolina and Tennessee (ex- 
cept Memphis) on a representative 
basis. | would like an additional line 
in the hardware field that is a well 
established leader. The company must 
be promotion minded, progressive and 
have immediate future sales programs 
that together with my 12 years’ expe- 
rience calling on the wholesale hard- 
ware trade will produce immediate 
and continual increase in volume. 


Write Box 224, c/o HARDWARE AGE 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 














ACCOUNTS WANTED ACCOUNTS WANTED. BUSINESS OPPORTUNITIES 





BELIEVE IT OR NOT. For less than 5¢ 


NEW LINES WANTED LINES WANTED each you can buy as few as three dozen brass 


Jobbers Suilders Hardware Jobbers, O.E.M Key blanks beautifully embossed with your ne 
15 years highly successful experience in Hard hitting, aggressive selling agency seeking and address in permanent raised letters. Write 
builders hardware industry including top ex lines in hardware and related items. Staffed today for free bulletin #858. HAZELTON 
perience with one of largest full line builders by personnel with years of experience, calling CHAIN CO. (manufacturers of key bianks and 
hardware manufacturers. Covering Illinois. on all types of outlets. Nebraska, lowa, South sash chain), 81 Kemble St., Roxbury 19, Mass. 
Indiana, Michigan, Wisconsin. We do a Dakota, Colorado and Wyoming. Best of ref- 
thorough narketing job. erences furnished on request. If you want ac- 

Write Box 103, e/e HARDWARE AGE tion contact P. & G. Sales Company, 7!! South 
Chestnut & 56th Sts., Philadelphia 39, Pa. Oth St.. Omaha 2, Nebraska 

















POSITIONS WANTED 
WELL ESTABLISHED MANUFACTUR 

— agent, covering the state of Virginia with SALES REPRESENTATIVE wants addi- 

poo prong oem: TP ig snag oa bg oh tional lines for Northern and Central New Jer- MANUFACTURERS SALESMAN calling on 
ware jobbers, chains and large retail Rootes “We sey and Metropolitan New York. Write Box 218 wholesalers and dealers with small power equip 
have been established for more than joents fv c/o HARDWARE AGE, Chestnut & 56th Sts., Phil- ment. New England or Northeast area. Married, 
years and have many well established pn a adelphia 39, Pa. hard working, reliable with seventeen years 
with this trade. We can furnish the best of selling experience. Write Box 217, c/o Harp- 
references. Write Box 214, c/o Harpware AGE. Vane see, Chestnat & Séth Sts., Philadelphia 
Chestnut & 56th Sts., Philadelphia 39, Pa. 9, Fe. 


aa a oe es HELP WANTED 


CANADA, Hardwares and industrial. Ontario 
and Quebec. 1960 was our best year ever. Honest 


effort and a network of top notch distributors did RETAIL HARDWARE BUYER and store 
it. Can handle one more major line. Must have manager. Last ten years, manager and buyer for 
established volume plus real potential. Write NATIONALLY KNOWN PAINT discount job-lot operation. Previous experience 
Edward H. Pope, 73 Shandon Drive, Scarboro, covers all of 


Ontario. BRUSH MANUFACTURER Metropolitan Nee York pol gy De gn 


ume on request. Write Box 219, c/o HARDWARE 


Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 




















WANT SALES RESULTS? W . Has opportunity for aggressive man to 
Al SALES “SULTS: fe get them oh seas . 
hecause we concentrate in Michigan, Ohio, Indi assume responsibilities as sales supervisor. 
nese Will Rape = two additional lines—only Heavy travel schedule required in assist- 
1ighest grade considered. Write Box A-10, c/o . “. 0s ° 
HARDWARE AGE, Chestnut & 56th Sts., Philadel- wg territorial salesmen and handling key ee es . ‘ 
phia 39, Pa. house accounts. Salary and full expenses. - NA ae barnamalt —_— 
. . Ne s y\ aNs y 5 
For personal interview, send a complete old, 22 years experience. Desires to relocate in 


resume of your past experience which California, Seoremente to San Diego. A-1 mer- 
AGGRESSIVE, REPUTABLE MANUFAC. . , : chandiser and promotion man. Consider whole- 
TURERS’ REPRESENTATIVE open for addi. | Will be held in strict confidence. sale, factory representative or retail. Accustomed 
tional Hardware, Housewares or Garden line for to & to 10 thousand a year earnings. Would con- 
Metropolitan N. Y.-N. J. Have strong, well es- Write Box 221, c/o HARDWARE AGE sider less to start if potential is there. Write 
tablished following among Hardware, Housewares Chestnut & 56th Sts., Philadelphia 39, Pa. Box 220, c/o Haapware Ace, Chestnut & 
and Garden Wholesalers, Rack Jobbers, Chains 56th Sts., Philadelphia 39, Pa. 
and Catalog houses. Thorough know-how promot- 
ting, marketing lines for utmost potential. Box 
F.18, Harpware Ace, Chestnut & 56th Sts.. 
Philadelphia 39, Pa. 























FOR A WHOLESALE HARDWARE FIRM ay IP ig ig A a ge) Pm 
: . twenty- five years in hardware, has wide recog- 
MANUFACTURER’S REPRESENTATIVE The man needed must be one whom has had hardware nition and reputation in sales. Experience in 
now calling on hardware, houseware wholesalers, experience. He must be able to manage people, di- training of salesmen, presentation at distributors 
department stores, chains and lumber dealers in rect sales. Firm is an old established wholesale sales meetings, planning sales tools, literatures, 
Maryland and Washington, D. C. seeking addi- house —— A a4 or volume f ee promotional incentives, lead procurement; every- 
tional lines in hardware, houseware, garden lines strict confidence, giving fu tails as to age, ex- thing else to do with increasing productivity of 
perience, education, salary requirements,  & 
and related items. Thorough covering of accounts ¢/o HARDWARE AGE. dealers and sales personnel. Write Box 215, c/o 


assured. Write Box 223, c/o Harpware AGe, Chestnut & 56th Sts., Philadelphia 39, Pa. Harpware Ace, Chestnut & 56th Sts., Philadel- 
Chestnut & 56th Sts., Philadelphia 39, Pa. phia 39, Pa. 




















WHEN YOU ARE LOOKING FOR A CERTAIN PRODUCT 


and only the trade name is known—look in the name of the manufacturer who makes it. 
the General Directory Section of the “WHO The address of the maker will also appear 
MAKES IT?” Number of HARDWARE AGE for with the firm name arranged alphabetically 
that particular trade-name. You will find it in the same list. 

listed alphabetically under the product head- Keep this Merchandise Directory Number 
ing of the item in question. where you can reach it quickly whenever 
There alongside the trade-name you will find you need help in buying hardware products. 


HARDWARE AGE _ Chestnut & 56th Sts., Philadelphia 39, Pa. 


FREE = TACK RACKS 


THEY HANG OR STAND! SELL MORE TACKS AND RELATED ITEMS 
No deals required — Order only the sizes that sell fast in your store 
Want more facts? Circle 196, p. 53 
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BLADE TYPE and SERVICE SHARES 


FULLY GUARANTEED AS TO 
QUALITY, FIT, AND FINISH 
Get complete details now 
we eae ew Bek Comme kh 28, Rcmmeres. Ey a. Be 4 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U-S.A. (Est: 1873) 


Want more facts? Circle 197, p. 53 














BUY 
ooes caBiNet HARDWARE 


EXTRA FEATURES PROVIDE EXTRA QUALITY 
MODERN STYLES WITH MORE EYE APPEAL 


be 1h le 


NEW IMPERIAL QUALITY 
7 FINISHES IN CHROME, BRASS, COPPER AND BLACK 
TRIPLE PLATED—FOR GREATER WEAR AND LUSTER 
ZINC ALLOY DIE CAST METAL IS STRONGER 


FORELINE QUALITY 
WHITER AND BRIGHTER—DOES NOT FINGER MARK 
3 TIMES MORE RESISTANT IN SALT SPRAY TEST 


TRIMLINE QUALITY 
CHROME, BRASS AND COPPER FOR THE THRIFTY 


SELF SELLING DISPLAYS 
INCREASE SALES- REDUCE SELLING COST 








IMPERIAL _ BAG IMPERIAL BLISTER TRIMLINE DISPLAY COUNTER 
BAG WITH TAG SHELF BOX CARD CARD BOARD DISPLAY 
BETTER PRICES — UP TO 30% SAVING 


WRITE FOR CATALOG AND PRICES 
YODER MFG. CO. 1823 €. 17th st.e LITTLE ROCK, ARK 
Want more facts? Circle 198, p. 53 
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Index to Advertisers 


errors 


A 


American Brush Mfrs. Assn. 


Bristle & Hair Div. 


_ American Chain Div. 


American Chain & Cable 


SRP ee 


| American Power Tool Co. 


Div of American-Lincoln 
Corp. 

American Thermos 
Co. 


SE SR eek ee 


Products 


| Animal Trap Co. of America 
| Armco Steel Corp. 


Sheffield Div. 


| Behr Manning Co.......... 


Bethlehem Steel Co 


Cc 
Campbell Chain Co 


Carter Industries 
Champion DeArment Tool 


Co. 
Clarke Floor Machine Co... 


Columbus Plastic Products, 
Inc. 


| Connecticut Valley Mfg. Co. 


Couglan Co., G. N........ 
Crescent Tool Co 


| Cross & Co.., 


D 


Dayton Bait & Marine 
Products Co. 


Delta Air Lines 


| Desmond Brothers Paint Co. 
| Desmond-Stephan Mfg. Co. 


Detecto Scales, Inc 


| DuPont De Nemours & Co., 


Inc., E. |. Film Dept 


| Durham Mfg. Corp 


E 


117 


76 


102 
77 


. 


75 
93 





| THE ADVERTISERS INDEX is published as a convenience and 
not as a part of the advertising contract. 
| taken to index correctly. No allowance will be made for 
| or failure to insert. 


Every care is 


F 


Franklin Metal & Rubber 
ed ks ie os a la 86, 


Fuller Tool Co., Inc.. 


103 


G 

Gering Plastics, Div. of 

Studebaker-Packard Corp. 90 
Gibson Good Tools, Inc.... 93 
Gibson-Homans Co. ....... 90 
Glamorene, Inc.. .80, 81, 82, 83 
Goulds Pumps, Inc 
Greyhound Corp. 
Gries Reproducer Corp..... 


Griffin Mfg. Co 


H 
Hamilton Glass Co., Inc.... 
Hodell Chain Div. 
National Screw & Mfg. Co. 
Holub Industries, Inc 
Hoppe Inc., Frank A....... 


Howard Hardware Products 
Inc. 


Hustler Mfg. 


International Trade Shows.. 115 


Irwin Auger Bit Co 


K 


Kedman Company 

Keen Mfg. Co., 

Keil Lock Co., Inc......... 
Kellogg Brush Mfg. Co...... 
Kerr Wire Products Co..... 
Klein & Sons, Mathias 
Knape & Vogt Mfg. Co..... 


Liberty Distributors, 
Lufkin Rule Co 











DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 50 











M Star Bronze Co 
g5 | Star Mfg. Co. Div. of 


124 | 


Magic lron Cement Co., Inc. 
Marshalltown Trowel Co.... 


Miami Cabinet Div. 
Philip Carey Mfg. Co.... 110 
Miller Co., Inc., Robert E... 124) 
Molly Corp. 124 | Tate Co., E. H...... 115, 123, 124 
Moto-Mower, Inc. 26-27 | Taylor Lock Company 
| Tec Imports, Inc 
Textile Machine Works 
N | Prizer Ware Division..... 55 
National Screw & Mfg. Co. Toy Mfrs. of the USA...... 124 
Hodell Chain Div 


New Home Sewing Machine 
Co. 


Newell Companies, The 
Nichimen Co., Inc......... U 
Nicholson File Co Union Carbide 
North & Judd Mfg. Co... Prods. Co. 


True Temper Corp. 





Consumers 


Oilrid, Inc U.~ S. Graphite Co 


Upson Brothers, Inc. 


Panef Mfg. 

Parker Hardware Mfg. 
Corp., S 

Phillips Chonted Co. A Sub 
of Phillips Petroleum Co... 91 

Pittsburgh Plate Glass Ca | 
Store Front Division 99 | WwW 


Prizer Ware Div. | Washburn im... 
Textile Machine Works... 55! Waterbury Lock & ‘Specialty 
Puritan Cordage Mills, Inc... 68 ie ae a bre ee) | 


72 | ViSlrecord, Inc. 
| Vichek Tool Company.... 


| Wear-Ever plenianten Inc.... 101 
| Wessel Hardware Corp.. 97 
% | isctienbenes lectric Corp, 
Lamp Division 15 
Williams Co., The 
R Wood Shovel & Tool Co... 


Revere Copper & Brass, Inc. | Woodhill Chemical Co. 
Rome Mfg. Co. Division 92 | Wrap-On Co. 
58 


Rust-Oleum Corp. 


9 | 


Quickie Mfg. Co. 


Y 
Yale & Towne Mfg. Co. 
Lock & Hardware Div.... 3 
Yoder Mfg. Co............ 122 


Yuba Power Products, Inc. 
A Sub of Yuba Con- 
solidated Industries, Inc. 


S 


Samson Cordage Works.... 9 
Sheffield Bronze Paint Corp. 79 


Sheffield Div. 
Armco Steel Corp........ 22 


Shelby Metal Products Co... 103 
Simoniz Co. 20 
Skil Corp. .. 30-3) 
Southern S-rew Co... 3 36 | Z 

Southern Shellac Mfg. Co... 105! Zinsser & Co., Wm. 


16-17 








GALVANIZED 
COPPER 
BRASS 
BLACK 


BETTER HOUSEHOLD 
HAROWARE SINCE 1872 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
Want more facts? Circle 199, p. 53 


Illinois Iron & Bolt Co.. 122 | 





28-29 | 
Turner & Seymour Mfg. Co. 109 | 


| Div of Union Carbide Co. 57 | 
| Union Fork & Hoe Co.. — « 
| Union Steel Chest Cum. .. 86 | 





3 Reasons Why....- 


Your Profits Increase 
When You Sell 


SD scn- HOLDING Ci 


You make a greater Dollar 

Profit for every Quick- 
Wedge® Screwdriver you sell. 
2 It takes. the same amount 

of time to sell a Quick- 


Wedge® as it does to sell an ordi- 
nary screwdriver. 


Quick-Wedge® ‘‘Screw-hold- 

ing’’ Screwdrivers are 
needed and wanted by every one 
of your customers. 


This combination means volume sales — 
more profits for you when you sell Quick- 
Wedge ® Screwdrivers. 


ADVERTISED IN 


Quick-Wedge® gives you conveni- 
ence of handling, too . . . with these 
hard-hitting displays 


Take advantage of Quick-Wedge** sales 

appeal! Show your customers a Quick- 
nationally advertised in LIFE Wedge® whenever they ask for a screw- 
unconditionally guaranteed driver .. . You'll seldom miss a sale. 


ORDER A DISPLAY TODAY... or write 


KEDMAN COMPANY 


P.O. Box 267 — Salt Lake City, Utah 
Want more facts? Circle 200, p. 53 


| ] 


NOW! Cash in on a 100 Million Dollar Business! 


of ay 
NOW! 

















Just set the ’ ‘Busy Susan” on your 
counter and let it sell for you! 


5 YEARS OF 
MERCHANDISING 
RESEARCH 
PROVIDE YOU 
WITH ONLY 
FAST MOVING 


j —— eg ( : Ly ITEMS! 


SEWING MACHINE CENTER 


ee", 


< ae e B : ‘ 
a 1% 2 . 


f Not A SINGLE 
SLOW-MOVING 
ITEM! 
Dero, a 
| BACKED BY A 
AAA san WRITE NOW FOR 102-YEAR-OLD 
ow COMPLETE DETAILS! FIRM! 


THE NEW HOME 


SEWING MACHINE COMPANY 














7 REASONS WHY THIS SELF-SERVICE SEWING 
ACCESSORIES DISPLAY IS A MUST: 


. SPACE SAVING—Takes up air space, not floor space. Only | 
1% sq. ft. on counter. 

. CASH & CARRY—Low Prices, from 25¢ to $1.49, mean cash l 
purchases. 

. GOOD PROFITS—Over 56274 % profits on cost. 

. ATTRACTIVE DISPLAY—Revolving rack, with colorful pack- 
ages. | 

. TRAFFIC GETTER—A complete sewing machine notions de < 
partment to bring in new customers. 

. REPEAT BUSINESS—Provides all the accessory needs of | 

‘X 


PARTS & ACCESSORIES DIVISION 
P. 0. Box 25901, Los Angeles 25, California 


GENTLEMEN: | am interested in increasing my 
gross sales NOW! Please send me full details 
on the complete New-Way Accessory Line. 


NAME 


i 
| 
| 
| 
| 

FIRM | 
| 
| 
| 
| 
” 








ADDRESS 

CITY 

STATE 

PHONE — 

Want more facts? Circle 201, p. 53” 
HARDWARE AGE, February 23, 1961 * 123 








women who sew—keeps your customers coming back. 


. EASE OF HANDLING—F.0.B. your warehouse or store. All 
transportation pre-paid to your warehouse. 

















MARSHALLTOWN 


(MARSHALLTOWN) 


Ww 


MARSHALLTOWN TROWEL COMPANY 


TROWELS 


MARSHALLTOWN, IOWA’ 


Want more facts? Circle 202, p. 53 
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Se mene: sane 
Write for Tata 
Shi-achitia- 1 4 


wae) 


EW A 


NCHORS and JACK 


a 
a 


—s 


. "ee 
= _ MOLLY CORP. 
5 Reading, Pa. 


~_—_—_—/ 


4, 


NUTS 


> 


Want more facts? Circle 203, p. 53 














SETTER HOUSEHOLD 
HARDWARE SINCE 1872 


€. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 


Want more facts? Circle 204, p. 53 








TOY MANUFACTURERS OF THE U.S.A., INC. 
200 Fifth Avenue New York 10, N. Y. 


INVITES YOU TO ATTEND THE 


1961 Snare Toy itr 


in New York City 


Monday, March 13th 
thru Wednesday, March 22nd 


ary Dally 9 A.M. to 5 P.M. 
Sat. Mer. 18 and Wed. Mar. 22—9 A.M. to Noon—Closed Sunday 


Exhibits at... 


e HOTEL NEW YORKER ¢ SHERATON-McALPIN HOTEL 
e 200 FIFTH AVENUE ¢ 1107 BROADWAY 


. and other permanent showrooms 























Want more facts? Circle 206, p. 53 


PANEF 


a complete 
LUBRICATION DEPARTMENT 
featuring a 


FULL LINE 
of 


SPECIALIZED LUBRICANTS 
Sales-packaged for Profit 


Order from your jobber now or write 
MANUFACTURING CO., Inc. 
116 E. Walnut St., Milwaukee 1, Wis. 
ore facts? Circle 205, p. 53 





24° TURF RIDER 
TRACTOR TYPE MOWER 


HAS HEAVY DUTY DECK 
With forward, neutral and reverse 
gear box. Has dead man clutch. 
3 h.p. engine. Differential optional. 
Send for free catalog on alumi- 


num and steel deck power mowers. 
VERSAL “‘BLUE-CHIP”’ 
lal 
placement parts for 95% of all mowers. Display contains 
30 blades, 12 clutches, 35 blade bushings and 124 bolts, 


COUNTER SALESMAN 
keys and washers. Send for Complete Parts Catalog. it z= 
os 


$9950 


The OVER 
austempered blade, clutch and parts display provide re- 


200 ITEMS in this UNIVERSAL ‘‘BLUE-CHIP’’ 
Total retail value—No. UBRC-200 $149.55 
0 $ 7 





| KEEN FE fy pe Fan th Ci -e4 Vi 2-6858 
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DOMES o: 


Furniture Rest — Pintle Type 





ON GLIDES 

Wonderful for all wood 
and metal furniture. 
Glide softly, silently, 
smoothly. Set of 4 on 


a 3-color card. 6 Sizes, 
a”, %”, 


Rubber 
Crutch Tip 


af 


Singie pi ong 
Monopoint Glide 








4 


Bakelite Caster Cup 








, 1”, 1 1/16", 
PROMPT SHIPMENT at 
Ask your jobber, If he is not supplied, writ 


ROBERT E. MILLER & CO., INC.., 
35 Pearl St... New York 4. N. Y. 


SILENCE 


ORIGINAL ~<S* SI GENUINE 
ln | 
Ze nen, j 


COTTER Tham Casrens “a 


Set of 4 ina 
3-color Box, 


Rubbe 
12 Boxes in ubber Expander 


Tubular Glide 








1%”, 1%”. 





Adjustable Rubber 


Adjustable Tubular 
Cushion Glide 


Thumb Tack Spring Type 
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That’s right! This attractive Hodell Chain Merchandiser takes 
little floor space, catches customers’ eyes, suggests chain needs 
... Sells by itself! It will make your chain selling almost effortless, 
certainly faster and more profitable. 

Why not set up your complete, compact chain department 
soon? Ask your Hodell Chain distributor for complete details 
on display stand and initial chain assortment, and get your own 
merchandiser started selling chain for you. You'll never know 


how many customers for chain you can make, until you do. 


HODELL CHAIN COMPANY clieveiana 3, Ohio 


DIVISION OF THE NATIONAL SCREW & MFG. CO. 


C1) i eke | ae , 
has ole 


\ Peg 


HODELiL CHAIN MERCHANDISER... Sturdily built, 
only 57” high, tubular-steel frame. Bright red and 
yellow finish. Individual refill reels available as needed. 


1886 — 1961 


Hodell’s 75th year of good products 
and good service 


Nations 





